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Too Many Feet Being Ruined 


By R. L. Prather 


ONY can climb up out of the 

! ditch he has been digging and 

start a shoe store. Hans can 
leave his ice wagon and start a shoe 
store. Sol can sell his old clothes 
business and start a shoe store. 
Tony and Hans and Sol can cripple 
the feet of a thousand people be- 
cause of their ignorance of the art 
of fitting shoes. There is no hin- 
dering supervision. There is no law 
to say “Thou shalt not.” 

A surgeon called upon to operate 
on those poor, crippled feet must 
have a diploma and pass all sorts of 
tests before he is allowed to undo the 
work of Tony and Hans and Sol. 
His knife will not be permitted to 
make the first incision until he has 
satisfied the authorities that he is 
competent. But Tony and Hans and 
Sol may go right ahead crippling 
more and more feet. 

Is it not about time for 
the nation to begin think- 
ing a little bit about this 
condition? Is it not 
about time for the legiti- 
mate shoe trade to begin 
thinking? 

If the politicians take 
to the idea of regulating 
the shoe trade we shall 
have some merry times. 
The so-called “Pure Shoe 
Bills” will pale into utter 
insignificance alongside 
the legislation the shoe 
trade may have to fend 
against. It will be far 
better if the trade under- 
takes to regulate itself. 


It will be far better if the trade im- 
mediately undertakes to establish 
schools for the training of begin- 
ners. 

We have schools of medicine, sur- 
gery, mining, agriculture, and 
schools to train the youth of the 
nation in almost every art excepting 
that most important one of fitting 
feet. A bookkeeper must prove his 
competency before he is allowed to 
touch our sacred ledgers. We make 
sure that the painter knows his job 
before he is permitted to touch 
brush to our store fronts. Even the 
lowly bootblack must have certain 
credentials. 

And still we go blindly along, ac- 
cepting a condition that is fraught 
with the gravest dangers to one of 
the world’s great industries. 

What a fine thing it would be if 
some multi-millionaire would turn 
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This map shows an alarming percentage of 
Reproduced through 
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his attention to this and away from 
the benefactions now so _ over- 
crowded. There are too many art 
galleries, too many asylums, too 
many fad charities. To be a real 
benefactor of the human race is one 
of the rarest things extant. If 
some man who really and truly 
wants to be a great humanitarian 
would start the ball rolling there 
would be many others willing to join 
him in the work. 


E have in mind a great school 
in each State, perhaps a branch 
or adjunct to the State universities, 
where young men and women may 
get a knowledge of feet and the 
scientific fitting of the same. In the 
course also should be instruction in 
modern merchandising, psychology 
of selling, improvement of person- 
ality, and many of the things that 
shoe men have to acquire 
after long years of grind- 
ing toil and experience. 
Shoe men who respect 
their profession would 
swarm to the support of 
such a movement. But it 
must have its inception in 
endowments. Wealth 
must pave the way. 
Prevention is_ better 
than cure every time. It 
is better that we clean 
house before the board of 
health arrives. Legisla- 
tion, law making, crim- 
inal procedure is always 
bad for the public welfare 
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What Should He Wear ? 


Is the Well Dressed Man All Wrong Wearing 
Tan Shoes With a Blue Suit? 


[Quite a controversy has arisen 
since Mr. Messenger of the A. E. 
Nettleton Co. addressed the Shoe 
Styles Conference in New York City 
and emphatically said that “a man 
wearing tan shoes and a blue suit is 
hopelessly wet.” Two men in at- 
tendance at the meeting felt rather 
too embarrassed to wear their tan 
shoes and blue suits home and 
bought black oxfords on the strength 
of the statement made. One shoe 
man challenged Mr. Messenger’s 
utterances by saying that out in his 
farming community, unless a man 
bought a tan shoe to wear with any 
Summer suit, the store was out of 
luck, because it wouldn’t get the 
extra sale. Here is how Mr. Mes- 
senger answers the blue suit-tan 
shoe controversy.—EDITOR’S NOTE. ] 


suit, and then let us watch and 
observe those men who move 
in the highest of social and business 


Fe. of all let us take the blue 


circles. I can say without question, 
both from personal observation and 
from investigation, that you would 
not find one of them wearing a pair 
of tan shoes with a blue suit. The 
contrast is too strong. It glares, 
and is not in good taste. It is al- 
most as bad taste as would be the 
wearing of a colored shirt with a 
tuxedo. Black shoes fit admirably 
well with dark clothes and make a 
quiet, dignified appearance. 

Now let us take the brown suit. 
There is only one type of shoe that 
is proper with a brown suit and that 
is a pair of tan shoes, if a man wants 
to be smartly dressed. Black shoes 
are just as much out of place with 
a suit of this color as tan shoes are 
with a blue garment. There is no 
in-between. It is simply a question 
of good taste in dress. 

With the gray suit, however, a 
man can wear either tan or black 
shoes and be perfectly well dressed. 
If the gray suit has some color, 
which is frequently found in tweeds, 
a tan shoe would, of course, go bet- 
ter with it, but that is not so im- 
portant nor is it considered such by 
the well dressed men. There are 
other fabrics, of course, in which 
many other colors appear, but in all 
clothes which in themselves are in 


By HARRY M. MESSENGER 


The tan shoe with the 
light colored suit 


good taste, there is generally blue, 
brown or gray as the outstanding 
background which gives the wearer 
a key to the proper shoe which 
should be worn with them. 

You will find that many men are 
somewhat misinformed on the per- 
centage of sale on blue suits. While, 
of course, this varies according to 
local conditions, a national report 
states that only about 25 per cent of 
the sales are at present on blues and 
blacks as against 50 per cent last 
Fall. It is true, also, that this will 
fluctuate from time to time, but its 
fluctuations should be a_ benefit 
rather than a detriment to the shoe 
industry. 


DO not expect that the man who 

plows all day in the fields and 
wants to dress up for the auto ride 
when evening comes, will be much 
influenced by such a dress chart. 

The well educated man, however, 
would be very much embarrassed, in 
my opinion, if he found himself in- 
correctly dressed when all his 


friends and business associates were 
observing the rules of wearing cor- 
rect attire. 

Such a consciousness would un- 
questionably develop a greater de- 
mand for more complete wardrobes, 
and while many men are now satis- 
fied with one pair of shoes for a cer- 
tain style of dress, they would surely 
buy more for the sake of variety if 
nothing more. 

I say this, for I believe it is rea- 
sonable to assume that a business 
man would not want to wear the 
same pair of tan shoes every time 
he put on his brown suit. He would, 
and should, have a change. This 
means two pairs of tans, at least. 
The same is true of blacks for the 
blue or dark suit. Thus we increase 
his wardrobe, and increase the sale 
of more pairs. 


URING the Summer there are 

the lighter weight clothes in 
varying colors. These should have 
shoes that are appropriate in Sum- 
mer weights, of course, and here 
again you create another market, 
just as big, just as broad. 

Then the sport shoe field. We 
should not overlook that. It has be- 
come quite customary for executives 
who commute from Summer places 
to wear their “tan and white” and 
“black and white” shoes to the office, 
with light gray trousers and blue 
coats. It was especially popular last 
year. It should be made more so, 
for it means better style conscious- 
ness, and more pairs. 

I would really like to sell every 
merchant on this idea of a ward- 
robe, for I believe it simplifies the 
whole problem of getting over to 
men a much needed ideal. You see, 
mén don’t know what they should or 
shouldn’t wear. Even if they are 
willing to wear the right dress, how 
are they going to know what it is? 

Black shoes for blues or blacks, 
tan shoes for browns or other colors. 
Black or tans for grays. 

See how simple that is? And it’s 
logical and practical. Contrary to 
what has been inferred, it will in- 
crease rather than decrease the sale 
of more pairs, for if men are made 
style conscious, they will observe the 
dictates of fashion, for men are 


[CONTINUED ON PAGE 53] 
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Editor, 


to buy a pair of shoes. The clerk, not 
knowing his customer was a poor editor, 
brought out a fine pair priced $14. 


To try him out, I exclaimed, “Fourteen 
dollars! That’s highway robbery. How do 
you get away with it? I know that a farmer 
gets only 80 cents for a hide and no worker 
gets more than $5 for making a pair of 
shoes. It’s scandalous!” 


Did the clerk tell me that he had other 
shoes—good shoes at $6 and $7—but that 
this pair was the finest product that Ameri- 
can ingenuity could produce? Did he ex- 
plain that an expert had to sort over 1000 
hides to find the one hide from which these 
uppers could be cut? 

Did he tell me that such quality shoes had 
a limited market; that styles change; that 
extra money is tied up, and indicate the 
twenty other items of legitimate cost that 
enter into the consideration of the selling 
price of a $14 pair of shoes? 


Did he? No, you’re right, he didn’t. He 
said the manufacturer was the cutthroat, 
that he was “holding us up.” 


The retailers are the shock troops of 
American business. They stand, a thin line, 
between the great consuming public and an 
industrial system, intricate, growing more 
complicated every day, with its maze of ma- 
chines and men, transportation and ware- 
housing, credits and insurance and financing 
—and government. 


Our business life is less and less under- 
stood by the man in the street. Misunder- 
standing breeds suspicion; suspicion brings 
incrimination and recrimination, bitter re- 
prisals. 


What a fertile field for the demagogue to 
arouse public clamor against a corporation, 
an industry, or indeed, against business it- 
self! What an opportunity to foment agita- 
tion for government operation with its at- 


I WENT into a shoe store the other day 
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The Shock Troops of Business 


By MERLE THORPE 
Nation’s Business 


tendant bureaucracy and loss of individual 
endeavor! 

All of which is bad for business and bad 
for the public. 

H. G. Wells looks at our fast-growing, 
complex industrial life, and wonders if our 
mass intelligence will keep up with it. He 
declares it will be a race between catastrophe 
and education. 

Across the counters of the land, opportu- 
nity is big for spreading a better under- 
standing of business. Why a 1000 per cent 
mark-up? Why a $150 gown for $32.85? 
Why gasoline today at 19 cents, tomorrow 22 
cents? Why domestic lighting at 7 cents a 
kilowatt and industrial power at 2 cents? 

It means a higher intelligence on the part 
of the shock troops; it means a greater re- 
sponsibility on the part of management to 
provide training for the shock troops. 

Patience, tactfulness, a willingness to ex- 
plain it over and over again, an eagerness to 
teach and make clear, an honest sympathy 
with the job itself, a loyalty to the firm, a 
confidence in America’s industrial system— 
all qualities necessary to carry on in the race 
between education and catastrophe. 

Behind the lines, from general to the last 
man in the service of supply, there should 
come unremittingly to the shock troops a 
constant flow of ammunition—information, 
and mutual help—weapons with which to 
carry the objective, complete understanding. 

Understanding is the root from which con- 
fidence springs. And confidence, one man in 
another, is the basis upon which the great 
structure of American prosperity has been 
reared. Retail salespeople are the trustees 
of our business idealism; they are the mis- 
sionaries from whom the public gets its first, 
and, unfortunately too often, its only pic- 
ture of the complicated mosaic, at once beau- 
tiful and useful, of our modern economic life. 

They are the shock troops of American 
Business! 
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Getting More Shoes Sold Right 





They’re Buying Colors 


—= the red hot, blistering sun hit the black 
shoes so that every corn pops in agony.” 
That’s the way one shoe man summarizes the illogi- 
cay ways of women. Last week New York had 
torrid heat. Down the long, breathless corridors 
of steel the sun poured its hot light, and yet, the 
prevailing dress was black, and so were the shoes. 

But not for long. For three days the women 
resisted the weather, then melted. Into the shoe 
stores, first, they came. In another week, if Fifth 
Avenue is the thermometer of style, it will be a 
path optically cool to the shoe man’s eye, because 
the women will be getting into these light colored 
shoes and light hose. Whites and summerish tints 
of whites, particularly the green trims, have seen 
a burst of June time glory that has clicked the cash 
register with a thrill in every pair. 

The shoe man who has had faith in his colors, 
who has realized that weather is the most impor- 
tant factor of all in merchandising, is going to 
get nearly a month’s good selling at regular prices 
ahead. There is only one advice to merchants, 
generally: the shoes you own are good shoes, sell 
them as such, forget what the other fellow is do- 
ing, he may be wrong, sell your shoes. If you 
are short on whites, remember there is July and 
August ahead for summerish shoes. The pale, 
cool colors will be salable right through the sum- 
mer; make no mistake about it. 

An amazing speeding up of fashion is noted in- 


June 18, 1927 


ternationally.: Julius Goldberg sensed it in Paris 
and traced it for a week. One major trend of fash- 
ion was smoothly going along and it looked as 
though it would be good right through the sum- 
mer. A burst of hot weather, sustained over three 
days, had the effect of changing completely the 
wishes of women for the recognized trend in gar- 
ments, hats and shoes. The blacks and deeper col- 
ors disappeared from the boulevards. Slowly, but 
surely, a new flower of fashion was in bud in two 
days, and in full flower within a week, and the en- 
tire fashionable world of Paris was in a complete 
new garb within that period of time. 

The surprise was complete. Dress houses were 
kept in feverish activity to produce the new things 
almost over night. With unbelievable speed the 
fashion of light, feminine attire developed. If such 
a thing can happen in Paris where there is the 
difficulty of getting ready-to-wear apparel, how 
much quicker the change can be made over here. 
There is opportunity in light, airy shoes, the open 
types that are actually cool and optically cooler, 
for the next sixty days. Make the most of it. 


Make a Profit on Every 
Pair, But— 


HEN the RECORDER inaugurated its cam- 

paign to encourage a profit on every pair 
it was not intended that the shoe trade would pile 
on too much. And, the trade as a whole has been 
very conservative and fair in its mark up. But 
there are a few manufacturers and retailers always 
eager to extract the last farthing from a trans- 
action. These are courting certain disaster if they 
continue to practice the methods of a profiteer. 
There is no excuse and no business sense in adding 
a dollar to an already liberal profit. There is no 
justice in marking a $10 shoe up to $15. simply be- 
cause the profiteer thinks he can get away with it. 
There will be a time of reckoning. The public will 
suddenly awaken and rebel. 

Buyers’ strikes are caused by rebellion of the 
people against too much of anything. Too much 
jazz, too much wildness, too much price, will cause 
the people to quit buying. Then we will see hard 
times in the shoe_business sure enough. 

Any man who keeps his ear to the ground and 
listens to the rumblings of public opinion can sense 
a growing dissatisfaction of prices as they now 
exist. People are asking pointed questions. ‘Why 
has this shoe suddenly become a $15 shoe when I 
bought it last year for $12?” 

The salespeople on the floor get more and more 
of that comment from the people who buy care- 
fully and conservatively. The boss who sits in an 
office and seldom mingles with the trade out in the 
store may not hear it. But he had better begin 
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listening. Also there are some manufacturers who 
need listening posts. 


Feet Do Cry Out! 


OW long has it been since you saw an adver- 
tisement like this: 

“Fine, soft kid skin shoes in brown or black, 
made over full, wide toes, with low heels, 
especially for old, tired feet.” 

The unthinking shoe man will tell you there are 
no old people any more, that all women want to be 
young, that the grandmothers are imitating the 
flappers and trying to wear the modern shoes. That 
is not exactly true. There are many thousands of 
old ladies who are hunting around for comfortable 
shoes—the kind described in the advertisement 
above. 

Here is another advertisement that you seldom 
see: 

“Children’s feet require the same careful fit- 
ting as their elders. They have narrow feet 
and wide feet. You 
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before he starts into business? Many a bright 
young man, a good salesman on the floor, with a 
winning personality, lots of friends and perhaps 
good financial backing, opens a shoe store and fails 
because he has no training in the fundamentals of 
business. 

Here is a case, typical of so many: A young 
man bought a shoe business without making any 
investigation of its past performance. He liked 
the appearance, the location and dreamed that he 
could make a great success of it. After a few 
weeks he began inquiring of traveling men who 
were kindly and helpful. He displayed such utter 
ignorance of the minor essentials that he amazed 
his traveler friends. 

He had no knowledge of how to figure turn-over, 
profits, mark up, display, or advertising, in fact, 
he knew only one thing and that to take a shoe out 
of its carton and put it on a foot. Worst of all, 
he was loaded with a store that did only $15,000 
worth of business with a $10,000 stock. Can you 
tie that? 


* * * 
Laugh all you please 
about this new psycho- 











cannot fit all children ¢* oe 'o 


The Reason Why 


DILLINGHAM SHOE COMPANY 


Austin, Texas 


with the same lasts. 
Some of them require 
D’s and others AAA’s. 
We have all widths and 
sizes to fit the feet of 
any child.” 

Advertising is still a 
fine art. Telling the 
people things they want 
to know is the finest 
art. Right at this mo- 
ment there are many 
old folks who would 
read, eagerly, an adver- 
tisement that told them 
where to go for the 
kind of shoes their poor 
old feet are aching for. 
And there are many * 
mothers who need to be 
told the exact truth 
about children’s feet. 

Why not point them 
toward your store? 


not to be a reader. 
year’s subscription. 


helpfulness to the trade. 


industry to work in. 








What Makes 


We have been constant readers of the RECORDER 
for over twenty-five years. 

You publish a very fine magazine and we cannot 
understand how any one in the industry can afford 
We never receive an issue that 
is not worth more to us than the entire cost of a 


We wish you many years of continued success and 


Very truly yours, 
(Signed) B. L. DILLINGHAM, Jr. 


When a merchant says he has read a publication 
constantly for over a quarter of a century he is 
paying a great compliment to that publication. 

A business paper has one great duty to perform 
—to help make the industry it serves a better 


The RecorpER has conscientiously endeavored to 
present practical and constructive ideas to shoe 


analysis but it is a good 
thing for young men— 
if well done by someone 
who knows how. Too 
many men are mis- 
placed in business. Re- 
cently we heard of a 
shoe salesman who was 
an utter failure in that 
line. He quit and went 
into the automobile 
business and made a 
wonderful success. 
Many a man is a square 
peg in a round hole. 
Many a man is attempt- 
ing something he is to- 
tally unfitted for. Study 
yourself and take ad- 
vantage of all the new 
and scientific methods 
of finding your true 
calling. ' 


- 


* 

Courage and Concen- 
tration—the things that 
made Lindbergh suc- 
cessful—will put any 


3 merchants for over 45 years. 

a Merchant: We thank Mr. Dillingham for his kind words. business man in the 

“ OULD it not bea winning. First plan 
fine idea to start Duce & 4 your work and then 


some sort of a prepara- 
tory school in which a 
young man could learn 
to be a shoe merchant @s 
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work your plan. Lind- 
bergh put in many 
months of planning and 
&5 concentration. 
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Nd 
. TK, 
ve WN 
> \ 
‘ Trees to the annual New a 
England Shoe and Leather \ 
Fair which is to be held in 


the new Hotel Statler, Boston, July 
5, 6 and 7, are to be treated to an 
elaborate program of _ entertain- 
ment which includes a Broadway 
revue, golf, shore dinners and many 
other attractions. 

For several weeks a committee 
has been working on plans to en- f 
tertain the visiting buyers. They as 
have decided upon many new and 3 
novel features which are expected 
to make this year’s Boston Show 
stand out as the foremost gather- 
ing of the trade. The entertain- 
ment is being planned so that 
buyers after they complete their 
work of placing orders will be 
treated to some real wholesome 
Yankee pastimes. 

One whole day will be devoted to 
golf, with several of Boston’s lead- 
ing courses thrown open to the visiting shoemen. 
At each course there will be special features to 
entertain those who do not want to play golf. For 
those who play there will be plenty of prizes so 
that even the poorest players will be able to take 
home a trophy as a souvenir of their Boston trip. 





NSTEAD of having the usual style show with 

models promenading down a runway, the com- 
mittee decided upon a real musical revue which 
will be produced by John Murray Anderson, who 
has staged some of the biggest hits on Broadway, 
including the ‘““Music Box Revue” and the “Green- 
wich Village Follies.” Mr. Anderson is preparing 
a special show that will be particularly appealing 
to the shoe trade. 

As usual, the buyers will be treaied to a real 
shore dinner as only New England can serve. 
Clams, lobsters and other fish dishes with all of 
the fixings will be served up in large orders with 
second helpings for everyone. 

A special program of entertainment has been 
arranged for the women and all buyers are urged 
to bring their wives. The entertainment commit- 
tee has arranged to take the wives in charge and 
keep them busy with parties and sight-seeing trips 
which will include visits to Lexington, Concord, 
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Real Shoe News At Boston Show 


See What’s Good for Fall—Attend Merchandising 


Conferences—Have a Good Time 













Salem, and other points of interest in the vicinity 
of Boston. 

Through arrangement with the railroads special 
excursion rates will be extended to the shoemen 
coming to Boston. All buyers who want to enjoy 
these special rates should purchase excursion 
tickets to Marblehead, Mass., and thereby make a 
substantial saving in their railroad fare. 


HE exhibit space for the fair has been practi- 

cally all sold. The space originally allotted to 
tanners and members of the allied trade is all 
gone and there is a waiting list. There are only 
a few more booths in which to take care of shoe 
manufacturers. This unprecedented demand for 
space indicates an unusual interest in the show 
and makes President Buford H. Jones decidedly 
optimistic over the possibilities of the show sur- 
passing all others both from the standpoint of 
attendance and in the volume of orders placed. 
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21,500 pairs of shoes last year— 
And did not have any clerks— 
Neither did the owner sell any 

shoes— 

He was too busy buying new 
vhoes— 
Every pair of shoes were sold and 
fitted— 
Not by clerks or salesmen, but— 
By the Board of Directors of the 
Cinderella Shoe Co., a Birmingham, 
Ala., store owned by Nathan Marlow. 
* * * 
HE week really starts in this 

T remarkable store each Wednes- 

day, along about 7.30 p. m., 
when the Directors are called to 
order by the Chairman of the Board. 

This Directorate is composed of 

every man working with, not for 

the store. And in turn, every man 
is Chairman of the regular Wednes- 
day evening experience meeting. 
The main subject to be discussed 
has been announced the week previ- 
ous by the present Chairman, so each 
man knows what to say when he is 
called upon to express his views. 

One man never takes the chair. He 

is the one who buys the shoes, signs 

the checks and performs other nec- 
essary duties of the owner. Nathan 

Marlow believes that if he can dope 

out the right patterns in the right 


which only holds 2100 pairs of shoes, 
sells more than 10 times that num- 
ber a year. It is these weekly meet- 
ings that furnish impetus for the 
selling. New leathers, new patterns 
and everything pertaining to the 
store comes up for discussion in an 
animated manner. 

“The merchandising problem is 
the boys’, not mine,” quoth Mr. Mar- 
low. Instead of evading or trying 
to shift the responsibility, his ob- 
ject is to develop self-reliance in his 
partners. 

The method of cleaning out unde- 
sirable numbers is unique. In the 
first place, the Directors say what 
shoes should be consigned to the 
“Bone Yard,” or in plainer English, 
the P. M. section. That settled, it 
them devolves upon the first man up 
each morning to designate what par- 
ticular shoe will be pushed for that 
day. He is also responsible to see 
that this show is shown to each cus- 
tomer, but the boys work in such 
close harmony that he never has to 
exercise his authority. 


HERE is a financial reward at- 

tached to the selling of these 
shoes. The “Bone Yard” must be re- 
duced 50 pairs each week, which 
means an average of 10 pairs per 
man, After the 50 pairs are sold, 
for which each man receives his regu- 


Another boost of 25 per cent is given 
for the succeeding 25 pairs, and 
so on. 

The Directors (and I almost said 
salesmen) tell me that they can 
easily average an extra $40 a week, 
with some getting as high as $60 
more than their regular salary. Mr. 
Marlow has peculiar ideas on paying 
his men, as he thinks that when they 
get more than a mere livelihood they 
will work harder for him. 

Is it clear now how the stock can 
be turned 10 times a year? 

The better the men treat their cus- 
tomers, the more they will sell, and 
the more they sell the more they 
make for themselves. 

It was originally intended to hold 
a couple of sales a year, but why 
hold sales when there are no old 
shoes to sell? Sales, in the mind of 
the management, cause a store to 
lose its prestige. 


NE other vital point is that sales 

cause the men selling the mer- 
chandise to lose faith in the man- 
agement of the store. 

Just slapping a P. M. on a shoe 
and telling the men to sell it does 
not always produce the desired re- 
sults. When the men tackle the 
merchandising problem in the right 
frame of mind, that of trying to 
solve it, and so understand why a 
shoe must be so!d, it will be sold. 
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He Swipes Tobacco Copy 
to Sell Shoes 


“Where Men Setret Chew Show Wuh the Pride of Srtening Guoke 


“Made for Pipes Only” 


"By 





WO years ago, the Propst-Chil- 

dress Shoe Co. of Roanoke, Va., 
came out with a series of advertis- 
ing that was particularly well re- 
ceived. Various makes of automo- 
biles were taken and a tie-up made 
between the manufacturer’s slogan 
and various selling points of the 
shoes. Full credit was given to the 
automobile people. 

At the present time a_ tobacco 
series is being used similar to the 
automobile stunt, with even better 
results. The advertisement repro- 
duced herewith illustrates how these 
tie-ups may be made. “Made for 
Pipes Only” is the Granger Rough 
Cut slogan, so the copy reads “In 
our men’s shoe department you will 
find every shoe bearing the unwrit- 
ten slogan ‘Made for Men Only.’” 

“Tobacco made, for pipes is best 
in pipes. Shoes made for men are 
best for men. Our fitters will see 
that your feet are encased in men’s 
shoes—shoes that will stand -the 
wear of man, have the style of man 





( Other 


and the quality demanded by man,’ 
fits in nicely. 

Several years ago these words 
were used in bold type in all adver- 
tising: “Feet First.’ All that ap- 
peared on big billboards were these 
two words and the store’s name. To- 
day the slogan that is being ham- 
mered home is: “Have your feet 
fitted.” This is appearing on every 
bit of copy, and is having a mighty 
strong customer reaction. 











MADE 
“IN TEAM 
Meaning you can buy 
this same Shoe 


in 
Black or Tan 


ana ert 











This sign in the John Bright 
stores is the means of selling 
many double headers, for it 
suggests two pairs in a rather 
neat way. 





Picturing Your Service 


HE Byck store in Atlanta has a 

clever way of telling in every 
advertisement that the store fills 
mail and phone orders, through use 
of a couple of cuts that are always 
placed beside the signature cut. One 
of these cuts represents a mail box 


P.I. 


by Harry R-lerhune 


Jield Editor 


and the other a telephone. Their 
use does away with the usual phrase 
“Mail and phone orders carefully 


filled.” 
LAD 


Phone Orders 


= 


Mail Orders wa 





* * * 


For the Merchant With 
An X-Ray 


EALIZING that people believe 
what they see more often than 
they believe what they hear, Joe 
Langley, head of the shoe depart- 
ment at Schuneman’s and Mannheim- 
er’s store in Minneapolis, installed an 
X-ray machine. To advertise it and 
to sell people on the idea of its merit 
in assuring proper fit for children, 
he composed a coupfe of letters to 
his mailing list. Both pulled remark- 
ably well. Space permits us to give 
the text of only one: 

“Corns are caused by tight shoes; 
bunions by cramped bones; fallen 
arches and all other foot troubles by 
shoes improperly fitted in childhood. 
Mothers should exercise the greatest 
care in selecting shoes for their chil- 
dren to avoid these troubles. 

“Our children’s shoe section fea- 
tures exclusively the Right-Shape 
shoe in all sizes and styles from the 
first-step shoes to those for the ma- 
tured foot. 

“Right-Shape shoes are what their 
name implies; the lasts are so scien- 
tifically constructed that the weight 
is properly distributed over that 
span called the arch. Materials are 
carefully selected both as to quality 
demanded for each particular age 
and occasion, and for durability. 
Right-Shape shoes start the feet 
right; keep them well balanced and 


June 18, 1927 








June 1é 


permit 
grace « 
“You 
Every 
or pri 
Right- 
“Tet 
our X 
feet al 
when f 
at 
shoes 
tificall 
and M 


by 
0 
the-or 
was n¢ 
bers ; 
bottle 
side 

“WHI 
cough 
story. 


I 


OF 

ma 
Hanar 
and 4: 
shown 
major 
put o1 
specifi 
“Whe! 
blacks 
strong 
of the 
salesn 
tans. 
specif 
is she 
If he 
him t 
quent 






ie 


air 
se 
lly 


' Ww W@W 4 





June 18, 1927 


permit freedom for the toes and 
grace of movement in walking. 

“You are not limited in any way. 
Every shoe, regardless of style, size 
or price, is built on the perfect 
Right-Shape principle. 

“Let our experts show you, with 
our X-ray machine, just how the 
feet and bones are properly placed 
when fitted in Right-Shape shoes. 

“X-ray fitting of boys’ and girls’ 
shoes is a new development scien- 
tifically installed in Schuneman’s 
and Mannheimer’s.” 


* * ° 


Selling Cough 
Preventives 
























































AUGHT in a slight traffic jam 

opposite a shoe store, an out-of- 
the-ordinary display in the window 
was noticed recently. A pair of rub- 
bers and an extraordinarily large 
bottle of cough medicine were placed 
side by side. A sign saying 
“WHICH? A pair of rubbers or the 
cough syrup?” eloquently told the 


story. 
* * ~ 


He Sells ’Em Tans 


OR almost the past year every 

male customer entering the 
Hanan & Son store at Fifth Avenue 
and 43rd Street, New York, has been 
shown a pair of tan shoes, and the 
majority of them have had tan shoes 
put on their feet, even if they have 
specifically asked for black shoes. 
“When we found our proportion of 
blacks in men’s shoes running too 
strong,” says W. L. Leith, manager 
of the store, “I simply instructed the 
salesmen to bear down hard on the 
tans. If the customer does not 
specifically state what he wants, he 
is shown a pair of tan shoes first. 
If he insists on blacks, we also show 
him the same shoe in tan and fre- 
quently we sell him both pairs.” 


BOOT AND SHOE RECORDER 





i —__ 


a 













He Allowed His Customers to Pick the Styles 
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RYMAN’S Shoe Store, out in Pe- 

toskey, Mich., buys on the theory 
that it is good business to have what 
the public wants—at least that por- 
tion of the public which trades at the 
Fryman store. In order to make 
sure, the firm adopted the policy late 
last winter of going direct to its 
clientele and asking for information. 
A circular was printed on which 
were reproduced line cuts of 33 dif- 
ferent types of shoes, each shoe 
numbered. Enclosed with the cir- 
cular was the postcard reproduced 
herewith. In the middle of the cir- 
cular was printed the following let- 
ter: 

“We are in the midst of buying 
our Easter and spring footwear. The 
styles, colors and patterns are so 
numerous and beautiful this season 
that it is a pleasure to make selec- 
tions. 

“As one of our many patrons 
whom we hope to serve this season, 
we are wondering if you would care 
to help us make the selections. 

“Space on this folder is limited 
and it is impossible for us to picture 
here every style, pattern, color com- 
bination and heel we plan to choose. 
So we are showing here only a few 
of the many styles to represent some 
of the leading designs. Being im- 
possible to have every one of our 
patrons present in selecting styles, 
we devised the following plan: 

“On this folder you will find a 
number of patterns pictured. Each 
is numbered. On the enclosed post- 
card are numbers to correspond. 
Please check by numbers the styles 
you prefer best, so we can guide our 


selections accordingly. This does 
not obligate you in any way. Also 
please check the questions on the 
postcard. Show this folder to your 
friends. Their ideas will help.’ 


* * * 


He Balances His Stock 


Every 30 Days 


VERY thirty days, Fred Prior 

of Burdines, Miami, lines up 
his stock, making a composite sheet 
of all shoes of a type to see how 
well balanced his stock appears. The 
short lines are all taken out and are 
marked for quick moving. Some- 
times this is accomplished by P. M.- 
ing and at other times by making 
specials out of them. The idea is to 
keep track of those that need atten- 
tion before it gets too late. That in 
a nutshell is the secret of the big 
stock turn that Mr. Prior manages 
to maintain regularly, and it also 
tells why his stock is always sweet 


and fresh. 
* * * 


“Ask For a Fit” 


ROMINENTLY displayed in the 

Rich store in Birmingham, Ala- 
bama, is this sign, “Don’t ask for 
your size—ask to be fitted.” For 
more than 25 years that sign has 
been the rule and guide of every 
person selling shoes in this store. It 
is more than a sign, it is an emblem 
of service. It is also one of the basic 
reasons why the Rich establishment 
has lived 38 successful years. 
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TASTEFUL DISPLAYS 
which help lo increase sales ~ 


To the Left—Excellent use of trade-mark in window dis- 
play of Kewpie Twin Shoes in B. Nugent & Bros. Dry 
Goods Co., St. Louis 
Below—Hosiery and shoes as shown in the window of the 
Potter Shoe Co., Cincinnati, during a recent and successful 
style show 
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HE examples of display and interior arrangement 
} 1 shown on these pages have been chosen because of 
Ntheir proven ability to attract favorable attention. With 
Nthe exception of the tapestry-chaired footwear salon of 
"the French Boot Shoppe in Miami, shown above, none 


Above—The Crescent Shop in Spokane with its 

tasteful display of men’s footwear, and, to the 

right, the equally well-arranged window of Mar- 
celle’s Shoe Shop in Buffalo 
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Both of the same store, the Cox Hosiery 

Shop, in San Antonio, selling hosiery, hats, 

and shoes. Notice particularly the hosiery 

display in the middle of the aisle, where a 

customer can make her selections unhurried 
by a saleswoman 


of the displays pictured represents any great outlay of 
money. 

Their value lies in their ability to tell the story of the 
merchandise, and, to continue the simile, in well chosen 
phrases to paint a word picture of the delight to be had 
in possessing the footwear shown. 

Decoration should never be so elaborate as to over- 
shadow the shoes to be shown. It should never be so 
patently cheap, on the other hand, as to detract from the 
quality and style value of the footwear. Somewhere be- 
tween these two extremes is the happy medium. 

The most frequently discussed problem is as to the 
number of shoes to be shown in the window. The an- 
swer depends somewhat on the class of trade to which 
you cater and the impression you wish to create. If it 
is desirable to stress the wide variety of your stock, then 
the more the merrier, provided the window does not get 
a jumbled look. The higher grade stores in the so-called 
exclusive shopping districts usually show fewer, some- 
times only one, but change their displays more frequently. 





Putting the “At” in Atmosphere 


How to Surround Your Shoe Illustrations with a Selling Aura 
That Makes Women Yearn to Own ’Em 7 


ROPER presentation of the 
Pere to the consumer through 

advertising is one of the big 
problems of the trade today. All 
sorts of “eye” striking stunts have 
been devised to get the attention of 
the consumer centered on a particu- 
lar ad. With a newspaper crowded 
with bizarre advertising, the effect 
is more or less lost. In a field of 
unusual ads, few are sufficiently un- 
usual to compel the readers’ atten- 
tion. 

“Atmosphere” is, perhaps, the best 
medium to inject into your advertis- 
ing copy to make it stand out from 
the common run and to get that at- 
tention from the reader that you so 
earnestly desire. “Atmosphere” is 
not easy to obtain. It takes a skilled 
advertising artist to produce the 
proper effect. 

On this page we are reproducing a 
few of the strikingly atmospheric 
ads recently run in Washington, 
D. C., papers by the Artcraft Shoe 
Shop of that city. The general 
flavor of the advertising is charac- 
teristic of the shop, which 
is of the salon type, with 
elegant fittings and fur- 
nishings—a luxuri- 
ous shop where style is 
paramount and price is a 
minor consideration. 

This idea pervades the 
store and the merchandis- 
ing and advertising poli- 
cies are shaped to suit it. 
Only high style footwear 
is stocked and an effort 
is made to keep the shoes 
distinctive in pattern anc 
color. 

To give an effect of ex- 
clusiveness and high 
style, S. J. Kramer, the 
owner of the shop, for- 
mer manager of the Stet- 
son Shop in Washington, 
picks out only one shoe to advertise 
at a time. The ads are small, but 
decidedly effective, since each incor- 
porates some distinctive bit of at- 

mosphere. 





OTICE the ad of a “straw-knit” 
shoe. The straw hat and a bit of 
straw weaving at the upper left-hand 
corner of the ad supply just the 
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right atmosphere or setting for this 
particular shoe. 

In the advertisement featuring a 
patent leather slipper, the wording 
not only indicates that the style 
comes from Paris, but the little 
sketch of the Eiffel Tower puts 
across the idea more effectively than 
would 100 or 200 words of copy. 

Similarly, in the other ads repro- 
duced here the idea of a setting for 
the shoe, or the purpose for which 
it is to be used, are effectively 
brought out in the sketches. What 
can be more colorful than the rain- 
bow? Ergo, Mr. Kramer has a rain- 
bow, and an artist’s palette, to sug- 
gest the color idea. In another 


advertisement, the rose is used to 
put over the idea of rose blush as a 
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shoe shade. In still another one, 
effective use is made of an archery 
target and an arrow as atmosphere 
for a sport shoe known as the 
“Archer.” 


OT only is his advertising un- 
usual, but Mr. Kramer also does 
some other unusual things. He con- 
fesses that he has not been in the 
market since last April and does not 
intend visiting the wholesale mar- 
ket again until August. He main- 
tains that shoe salesmen who visit 
his shop carry a line far in advance 
of that being shown in the factories, 
and by picking up a model here and 
there he can keep a few steps ahead 
of the mode. 
Citing an incident of how he con- 
tinually keeps his foot fashions dis- 
tinctive, Mr. Kramer told about a 
shoe which he bought in many colors 
and leathers, and which was exten- 
sively copied in a cheaper 
line. The shoe proved 
popular even at his price 
of $16, but he would not 
reorder the model until 
he had decided upon a 
change that would make 
it distinctive from the 
other shoes being sold 
for much less. This was 
accomplished by eliminat- 
ing a cut-out effect on the 
vamp—the shoe is even 
more popular now than 
before. 
The combination of ex- 
clusive patterns, togethe 
with an exclusive method 
of advertising, surround- 
ing the shoe with the 
proper atmosphere within 
the store and in its pres- 
entation to the public in 
advertising, certain- 
ly builds up business. A 
high style shoe has high 
value, because of its 
style, an ephemeral, al- 
most intangible thing. It 
is delicate and atmos- 
pheric, and should be treated with a 
delicate, airy touch. Mr. Kramer, 
in his advertising, has achieved this 
delicacy of touch and has surrounded 
his shoes with an atmosphere. He 
is selling more than shoes. 
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More Business For Off Days 


It’s Easy to Change People’s Buying Habits 
If You Go at Them Right 


HE advantage in offer- 

I ing, daily, through the 
newspapers, shoes for 

the following day’s selling lies 
in the fact that you level out 
the peaks and valleys of the 
week. For example, if you 
have found that Thursdays are 
off days, you may induce in- 
creased sales on Thursday by 
offering a shoe of a special 
kind in the Wednesday paper 
for Thursday sales. And that 
goes for any other day in the 
week. It is easy to change the 
buying habits of the people if 


you go at it right. Rcascanaas 


Every shoe store finds at the 
end of the week that certain days 
have been good while others have 
fallen off badly. This is due to the 
whims and uncertain mental habits 
of women. They have become fed 
up on bargains. They have come to 
feel that all merchants are out to 
get their money by hook or crook— 
some of them feel that it is very 
much crook. 

If you do not feel that you can 
afford daily advertising, then select 
days that are habitually slow and 
make a special effort to boost them 
up. But by all means do not enter 
into any cut price orgy just to im- 
prove sales on dull days. That is 
suicidal in the end. 

Beginning a run of bargain sales 
and special events is just like catch- 
ing a wild tiger by the tail. You 
will need a lot of help to turn him 
loose. There is no surer way to lost 
profits and business failures than 
the route that goes via bargain days 
and cut prices. 

If you offer a certain shoe for 
Wednesday selling the chances are 
that a number of women will take 
you up on it. They may need just 
that shoe at the time it is offered 
them. And so it may go, on any day 
of the week. 

If you adopt the daily advertising 
plan do not try it for a few weeks 
and discontinue it because it does 
not set the world afire right at the 
start. Time will be required to get 
the idea over. Do not become dis- 
couraged if the response is not im- 


By R. L. PRATHER 


accorcenuseevegenenna ancient 





HIS is the last of a series of three 

articles by Mr. Prather, defining 
some of the mistakes made by a great 
many retail merchants and offering a 
constructive plan by which to remedy 
the ills which have been caused by these 
mistakes. In this article Mr. Prather 
continues to expound the theory, ad- 
vanced in the second of the series, that 
at least one way of getting out of the 
hole is to boost business on days of the 
week which have been dull in the 
past. He offers a neat, compact, work- 

able plan. 


" of Berkeley, Cal. Mr. Huston’s 

= experience is worth repeating 
here just to emphasize the 
point I am trying to make. He 
says that he was one of those 
in and out advertisers. He 
would run a big ad and then 
lay out for a while. Then he 
would come out for a few days 
with various sized advertising 
copy and then be missing for 
another spell. Finally he de- 
' cided he was all wrong. He 
? called upon an expert for ad- 
= vice. The result was that he 





' began using small space every 
a day of the week excepting Sat- 





mediate and greatly profitable. 

Remember that you are entering 
upon a campaign of education and 
that education is a slow process. 
Keep at it. “Faint heart never won 
fair lady.” You are out to win a lot 
of fair ladies and you will need a 
stout heart and a free purse. 

A consistent campaign of day by 
day advertising, using small space, 
but always there, right in the eye of 
the newspaper readers, telling them 
of your store, of your shoes, of your 
fitting service, of your fair prices, 
of your determination to trade on a 
basis of equity and honesty—that is 
the kind of advertising that will win. 
It is worth more than pages of 
splash and loud noise in which cut 
price goods are offered and bargains 
exploited. 

Too many shoe men feel that ad- 
vertising is only to be used when 
they have shoes to sell at reduced 
prices. What an error of judgment! 
That means the spending of good 
money to tell the people you are a 
price cutting store. If they never 
see your advertisement excepting 
when you have a sale they may be 
excused for thinking that you con- 
duct that kind of a business. On 
the other hand, if they see your ad- 
vertisement daily, dignified, busi- 
ness-like and fair-minded, they will 
form the opinion that you are a 
good merchant and that you carry 
good merchandise at fair prices. 

Recently the BoOoT AND SHOE RE- 
CORDER printed a story of Huston 


urdays. His business increased. 
His advertising expense decreased. 
He would not go back to the old 
method for anything. He has no 
need of bargain days. Every day is 
a good day with Huston now. He 
has no peaks to lower—no valleys to 
fill up. 


T will require courage to do this. 

If you have poor equipment in the 
way of guts you had better leave it 
alone and continue along as you are, 
following the leader, doing what the 
others do, chasing the tail of circum- 
stances around the big room of dis- 
aster. It is the easiest thing in the 
world to follow the leader. Any man 
can take his pattern after the other 
chap. It requires less thinking and 
less trouble. 

We are talking to the man who 
wants to find the way out, not to the 
man who wants to be out but is 
afraid of the remedy. It’s like a bad 
case of toothache. It hurts like the 
devil until you start for the dentist. 
Then it quits and lulls you into 
further procrastination. The longer 
you put it off, the more it will hurt. 

The writer of this article has in 
his life time expended several mil- 
lions of dollars for advertising. He 
has spent a great many years in in- 
vestigation and study of the shoe 
business. He knows his way about. 
He does not indulge in light conver- 
sation just to hear his tongue rattle. 
And he knows that there is only one 
way to correct an evil. That way is 
to take hold of it and just simply 

[CONTINUED ON PAGE 53] 
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Merchandise for a Profit 


Keynote of California Shoe Retailers Convention 


Featured at All Sessions 


ter Herold of San Jose, who 





RACTICAL aspects of 
Prrersnandising for a 

profit featured the pro- 
gram sessions of the Ninth 
Annual Convention of the 
California Shoe Retailers As- 
sociation in San Francisco, 
June 13 to 15, to a degree 
never before emphasized in 


California rose to the clarion call of A. H. 
Geuting, President of the N. S. R. A., who has 
been preaching the gospel of “Get a Profit” 
all over the country. The whole California 
convention was built on this theme, and the  ;, 
sessions developed many valuable ideas for 


the Coast retailers 


led the open forum discussion 
on children’s shoes. Many 
mothers insist on a child’s 
wearing a shoe after it be- 
comes too short just because 
isn’t worn out, he ex- 
plained, adding that frequent- 
ly serious damage is done the 
foot as a result. Allowing a 





the history of the Association. 
That a dealer must make a 
legitimate profit to be fair both to 
himself and the community he 
serves, was the message brought to 
the convention by President A. H. 
Geuting, of the N. S. R. A., and all 
along the line the importance of se- 
curing an adequate return and the 
factors entering into obtaining it 
was stressed in a fashion that 
brought to scores of dealers in at- 
tendance a tremendously valuable 
new slant on many of their problems. 

President Al. Katschinski pre- 
sided at the opening and luncheon 
sessions. Melville Kaufmann, Sec- 
retary-Treasurer, was chairman of 
the open forum meetings. 

Intensive and intelligent study of 
the store’s clientele and its tastes 
was one of the remedies prescribed 
by Max Sommer, Sr., of San Fran- 
cisco, for modern competitive ail- 
ments in his discussion of the future 
of the specialty shoe store. The de- 
partment store he classed as the 
most dangerous competitor of the 
specialty store, and urged scientific 
reduction of overhead and coopera- 
tive group buying among the meas- 
ures that should enable the indi- 
dividual store to meet competition of 
this type. 

Scientific budgeting as the basis 
of determining profits was discussed 
by E. Gamlen, Secretary-Treasurer 
of the Frank Werner Co., San Fran- 
cisco, who defined budgeting as a 
necessary form of “blue printing a 
firm’s business building plans.” 
That the Werner Co. has a con- 
sistent record of paying 10 per cent 
on the investments of preferred and 
common stockholders lent weight to 
Mr. Gamlen’s recommendations. 
The history of the company, he de- 
clared, has shown a constantly in- 
creasing cost ratio, not as the result 
of a special effort to spare expenses 
but by increasing the volume of 


business by departmental analysis on 
which is based a daily quota plan 
which makes every cent of expendi- 
ture show a return of some kind. 
Sales for 1926 came within one 
day’s business of the quota set for 
the year. 

The merchant who cannot make a 
profit was told he has no legitimate 
right to be in business by President 
Geuting, who brought greetings 
from the National Association. He 
urged dealers to forget chain and 
department stores and develop the 
possibilities which the latter lack, 
tremendous possibilities for building 
business on service, human interest 
and good will. Turn-over he charac- 
terized as the greatest of sophistries 
and without meaning unless it car- 
ried an adequate return. 


IZE schedules as a solution for the 

question of whether to buy a few 
styles in a wide range of sizes or 
many styles in a relatively few sizes 
was recommended in an open forum 
discussion of the problems of the 
smaller city retailer, led by Harry 
Locey of Visalia. Keeping a careful 
record of the sizes and styles pur- 
chased by customers as a basis of 
future orders was the method sug- 
gested for answering this vexing 
question. In his talk, Mr. Locey 
urged the small city retailer to “be 
himself,” not to ape the big city 
store or even his local competitors, 
and to dare to be a little different. 
The average small town retailer has 
not learned the value of good adver- 
tising, he added, and recommended a 
consistent advertising schedule as a 
real business builder even for the 
man in the small place who thinks 
that everybody knows him and his 
store. 

A trade-in plan in selling chil- 
dren’s shoes was suggested by Ches- 


trade-in value of $1 on too 
short shoes he recommended for cor- 
recting this situation. Separate ad- 
vertising of children’s shoes with a 
special health appeal for mothers 
was urged by Claude Owen of San 
Francisco. The P. M. as a method 
of saving more serious mark-downs 
and giving the salesman added in- 
centive for pushing slow moving 
merchandise received general en- 
dorsement in the open forum discus- 
sion of salesmen’s compensations, led 
by Frank Bagley of Radin & Kamps, 
Fresno. Numbers of dealers de- 
clared that it does not increase the 
number of misfit returns and that 
they are using it to eliminate many 
sale reductions and to foil bargain 
hunters. 

Greetings were extended to the re- 
tailers by Clarke Brown, President 
of the Pacific Coast Shoe Travelers 
Association, and Dave W. Martin, 
President of the St. Louis Shoe 
Manufacturers and Wholesalers As- 
sociation. 

More than 150 exhibitors dis- 
played their shoes and other wares 
in the exhibition rooms adjoining 
the convention. New Fall styles 
were shown in profusion by the shoe 
manufacturers. For dressy types of 
shoes, patent leather and delicately 
shaded kids prevailed. The showing 
of lizard and alligator shoes was 
large. Many all-over reptilian shoes 
were shown and many shoes trimmed 
with reptile leathers were in the 
sample lines. Heels on street and 
walking shoes were generally lower, 
averaging around, 14/8. For eve- 
ning and dress wear 20/8 and 22/8 
were shown, with a few 24/8 heels 
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Selling Snappy 
Footwear 


of window display and 


The A. & B. Booterie, 
fast style footwear for women. 


tions, 
tive appeal. 


ing in September, 1925. 
W. S. Abbot, one of the owners, 
writes as follows: 


handling but very few lines of foot- 
wear. We feature principally foot- 
wear that is purchased off of the 
floor. We have found it a great ad- 


HE accompanying illustrations 
exemplify the modern treatment 
interior 
equipment for a retail shoe store. 
Mankato, 
Minn., has a distinct clientele be- 
cause they handle only the so-called 


The interior view.shows a most 
effective arrangement and decora- 
with stock concealed. The 
window display has the same attrac- 
This store‘-has met with 
marked success from its very open- 


“Since the starting of our busi- 
ness we have adopted the policy of 
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Salesroom of A. & B. Booterie, Mankato, Minn., with stock concealed 


vantage to be able to buy our foot- 
wear as it is needed. 
“We are happy to say that we owe 











Effective treatment of window display by A. & B. Booterie, Mankato, Minn. 


our success not only to our own 
efforts, but because of the footwear 
we carry. We have always at- 
tempted to be progressive in styles 
but conservative in our merchandis- 
ing, and it is largely due to this fact 
that our styles have not only gone 
over big but that we have sustained 
no losses. 

“Our manufacturer, the Wohl 
Shoe Co., advises a monthly inven- 
tory, but emphasizes the necessity 
of at least a semi-annual stock tak- 
ing. We have found this sound ad- 
vice and the only sure means of 
knowing if we are making a profit. 

“T have been in the shoe game for 
around twenty years and have sold 
many different makes of footwear. 
Since the trend has been toward nov- 
elty shoes, I know that in the past 
few years there have been many 
manufacturers and distributors who 
have gone wrong because they did 
not merchandise novelty footwear 


properly.” 








What Should He Wear? 
[CONTINUED FROM PAGE 40] 


much more susceptible than women 
on a general average. 

It seems to me that if the shoe 
industry got back of a plan to show 
the same general display of “shoes 
for the occasion” to the various din- 
ner clubs throughout the country, it 
would be a big step forward in the 
right direction toward educating 
men and pointing out how ridicu- 
lously erroneous they have been in 
the matters of personal attire. 

I believe, however, that it would 
do a world of good and that “the 
talk” could be made wonderfully in- 








structive and interesting. No name 
of any manufacturer should be given 
and all styles in every price should 
be shown in order to make the dis- 
play instructive and complete. I 
have thought some of experimenting 
before one or more of the bigger 
dinner clubs, but have not as yet 
worked out a plan. 

This problem, to my mind, is a 
vitally important one. 


More Business for Off Day 
[CONTINUED FROM PAGE 51] 


thrash it all to pieces right out in 
the open. Ducking or dodging will 
never get a man anywhere. 


In the words of the immortal 
Roosevelt, “Don’t flinch, but hit the 
line hard.” In the language of one 
of the greatest advertisers this 
world has ever known, “Keeping 
everlastingly at it brings success.” 

There never was a situation so 
bad but there was some way out of 
it. This bargain madness, this craze 
for increased sales at any hazard 
or cost, has brought shoe retailing to 
a sad state of affairs. But there is 
a way out. If you want to find it 
begin now to think long deep 
thoughts. And while this writer is 
no oracle, he will be glad and willing 
to help you with the task. 
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Mr. Goldberg... of the well known firm 
of O'Connor & Goldberg in Chicago... 














STANDARD 
NUMBER 


June 18, 1927 


Mr. Goldberg says:- 


course. 
retail customers. 
facturer to advertise to us.” 


The average manufacturer does not have 
to be urged to advertise-—he is alert to 
find suitable channels giving out trade 
information... The difficulty often lies 
in making a right choice from a big field 
of possibilities. 

Here is a specific suggestion to help ad- 
vertisers sift and sort out the good from 
the partially good and the not-so-good. 
In our May Z\st issue we discussed com- 
parison Standard Number One. Here is 


How ‘ ahuable 

A business paper to be of value to the 
merchant must have editorials as timely 
as its news—and as authentic. 

It can only be valuable if it reports styles 
and style trends immediately. It can only 
be immediate if it is published every 
week. 


It can be published every week only if it 
has unlimited resources in money and 
man power. 

The customers of a business paper are 
the self-same customers of the shoe 
manufacturer. The best paper then will 
be the one having the greatest similarity 
to the shoe manufacturer’s own busi- 
ness—similarity in experience, age, 
energy and ready capital to carry out 
sound policies. 


BOOT AND SHOE RECORDER 


2 





The Boot and Shoe Recorder is a week- 
ly newspaper developing, each week, 
an editorial policy inaugurated 45 
years ago. 


With the aid of more than 30 corre- 
spondents, the Boot and Shoe Recorder 
remains the permanent clearing house 
for the interchange of practical mer- 
chandising ideas and for independent 
and authentic style reports. (The Re- 
corder is the only shoe publication in 
the United States which forecasts 
trends and styles without using the 
manufacturer’s name in connection 
with illustrations. ) 


The progressive shoe manufacturer progresses 
each year in his relations with the trade. Each 
year the Boot and Shoe Recorder progresses 
with the same trade. 


Experience, age and knowledge are the qualities 
which must be reflected in the pages of a publi- 
cation to make it of value to the merchant. 


Over a quarter of a million dollars was spent 
last year by the Boot and Shoe Recorder to 
translate these qualities into practical, helpful 
news reviews and forecasts. The shoe mer- 
chant buys the Recorder every seven days. 


LSEALARLALRALAAAALSIASSA ASS 


Draw your own conclusion of the compara- 
tive values of all publications, comparing 
them under Standard Number Two. 


CSKhLABATASAA SS eS 
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“The modern merchant and manufac- 
turer takes advertising as a matter of 
We advertise regularly to our 
We expect the manu- 
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bur ustomers 


are reading these ads 


It is educating them how to make new 
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shoes fit with old shoe comfort— forc 
how to avoid making their feet bear cove 
the brunt of “breaking in” new shoes = 


—by using Dr. Scholl’s Zino-pads. 


Are you making 
the most of the 
opportunities this 
gives you? 





| ¢ breaking in” 
Ne aaa ono 







earingn w 
our feet $ a 
’ ino-pads 
hol $s per 4 You 








Millions of people with tender feet dread the pen 
very thought of “breaking in” new shoes. Our =|_—stior 
advertising in the national magazines on the Bote: 
preventive features of Dr. Scholl’s Zino-pads | is" 


tur 


is showing them how to permanently avoid ro 


this unnecessary discomfort. S) 


If you will train your sales people to recom- | 
mend Dr. Scholl’s Zino-pads to all of your cus- Bos 
tomers, you wilknot only make more and better dle 
customers, easier and quicker sales of shoes, 


but a larger profit for yourself. 


Try it. Hundreds of progressive shoe mer- 
chants are making a big success of it. It never 
fails to produce the desired results. 


At the left are reproductions of several ads 
of our big Zino-pad preventive campaign run- 
ning throughout the year in 


oF burns, 
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THE LADIES’ HOME JOURNAL GOOD HOUSEKEEPING 


AMERICAN MAGAZINE WOMAN’S HOME COMPANION | his 
Total circulation of nearly 7 million monthly aa 

ma 

Write us for descriptive folder illustrating and describing | & 
this new and better way to foot comfort. Ma 


THE SCHOLL MEG. CO., Inc. 


213 W. Schiller Se. 62 West 14th Street 112 Adelaide St. E. 
CHICAGO NEW YORK TORONTO 
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Who’s Who on the Road 


The Traveling Salesmen Talked About Here 
Are Good Merchandising Counsellors 


NEW salesmen recently joining the 
Wolff-Tober Shoe Mfg. Company’s 
force as are follows: Seymour Haber, 
covering Texas; R. Stephenson, 
covering North Carolina, South Caro- 
lina, Florida and Alabama; J. H. Reid, 
covering Illinois and Indiana. 





TESTIMONI- 

AL dinner to 
A. R. Larson was 
given at the Audi- 
torium Hotel 
in Chicago, June 
1, as a farewell 
event marking his 
resignation from 
the organization 
after 18 years 
with the Selz Co. 
Mr. Larson has 
had charge of the 
men’s department 
of the Selz com- 
pany and at one time was president of 
the Michigan Shoe Travelers’ Associa- 
tion. A personal gift from J. Harry 
Selz was a beautiful Oriental rug. Mr. 
Larson has not yet announced his fu- 
ture intentions but has said that after 
18 years in the shoe business, his fu- 
ture course will be in the same indus- 
try. 





A. R. Larson 





SAM DAVIS, for the past four years 
with Field Bros. & Gross Co., has 
recently joined the sales force of the 
Boston Novelty Shoe Co. and will cover 
the volume trade of the East and Mid- 
dle West for the last-named concern. 





HE Ault-Wil- 

liamson Shoe 
Co. of Auburn, 
Maine, and _ St. 
Louis, Mo., has ad- 
vanced Clark G. 
True, formerly 
salesman for 
Northern New En- 
gland, to the posi- 
tion of Eastern 
sales manager. Mr. 
True will make his 
headquarters at 
Auburn. Mr. True 
is well fitted for 
his new position, as he spent eight 
years as a retail salesman and six 
years as cost man and wholesale sales- 
man for a Haverhill manufacturer of 
turn shoes. In 1925 he joined the Ault- 
Williamson sales force as salesman for 
Maine, New Hampshire, Vermont and 
Eastern Canada. Last Fall he became 
special representative for New En- 
gland, working with the other sales- 
men in the territory on promotional 
work among New England shoe deal- 


Clark G. True 


By HELEN M. HANEY 


ers. Mr. True has a thorough under- 
standing of the problems of the retail 
shoe merchant and will carry out to an 
even greater degree the Ault-William- 
son policy of “Constant Cooperation.” 
W L. PLITT has recently joined the 

* sales force of The Bradley- 
Goodrich Co. and will cover Texas, Ar- 
kansas, Oklahoma, Louisiana, Missis- 
sippi and Alabama, with the women’s 
turn line made by that house. He will 
also continue to carry the McKay in- 
stock line of Bancroft-Walker Co. Mr. 
Plitt is well known in the trade, knows 
women’s shoes thoroughly, and under- 
stands women’s shoe making and sell- 
ing. He was formerly financially in- 
terested in the Travaso Shoe Co. of 
St. Louis, Mo. 





OHN G. HOLT- 


ERS, president 
of the United 
States Shoe Co., 


opened the recent- 
ly held conference 
of the sales force 
of the Red Cross 
Division of the 
United States Shoe 
Co. The first day’s 
program included 
a discussion of the 
new shoes, and the 
John new in-stock de- 
partment; Sales 
Manager E. M. Daniels gave a talk 
preceding the inspection of the new 
line. A. T. Woodward talked at the 
luncheon on the first day of the “get- 
together” on “What the Credit Depart- 
ment Means to You;” L. M. Herzfeld 
took for his subject—‘A New Rela- 
tionship with the Retail Shoe Mer- 
chant;” T. J. Drugan discussed “Sell- 
ing Your Customer from Headquar- 
ters.” The next day featured advertis- 
ing, with talks by Ralph H. Jones on 
“How National Advertising Helps 
You;” E. J. Boos talked on “The Sales- 
man’s Quota.” The conference was 
closed by President Holters. The fol- 
lowing members of the sales force were 
present: Saul Berner, Jim Boyle, Am- 
brose Holters, Herbert Poyneer, Ken- 
neth Romig, Carl Johnson, Harry 
Weil, John Willis, Nate Sachs, Sam 
Vaisey, Marty King and Bob Hill. 





Cc. Holters 





RESIDENT J. P. LUCAS, presi- 

dent of the Indiana Shoe Travelers’ 
Association, has announced the various 
committees and the personnel of each. 
The membership of the Indiana boys 
now numbers 136 members, and each 
one is working hard to make the an- 
nual meeting of the National Shoe 
Travelers’ Association, which will be 
held in Indianapolis, next January, a 





big success. Here are the special com- 
mittee “line-ups :” 

Advisory Board: George Tovey, John 
Honaker, Walter T. Scott, Ed. Bay- 
less, F. E. Hart. State and National 
Publicity: Orville Romig. Local Pub- 
licity: C. I. Slipher. Legislative: 
Homer Beals. Transfer and Baggage: 
C. T. Foreman. Membership Commit- 
tee: Ed. Bayless, Roy C. Young, Dal- 
las Crooke. Hotel and Garage: W. W. 
Risher. Sick Committee: E. C. Smelt- 


zer, C. T. McNew. Budget and Fi- 
nance: H. O. Warren. Trades Co- 
Operative: Ed. Maurer. Entertain- 


ment Committee: F. E. Hart, H. Ger- 


rish, George Sennhauser. Railroads: 
Dallas Crooke. Styles: Mark Reed. 
Live Wire: C. E. Wilson. Educa- 


tional: W. E. Ratcliffe. Business Man- 
ager, Convention: W. F. Crooke. 





WILLIAM G. HENSEL, who rep- 
resents the Davies Shoe Mfg. Co. 
in Chicago, was recently obliged to 
stay in the Englewood Hospital for a 
while, as the result of an operation, 
following an accident. He is convales- 
cing nicely and expects to be out on 
- road soon with the Davies new fall 
ine. 





I MILLER, who previously repre- 
* sented the McElroy-Sloan Shoe Co. 
in Michigan, now represents the Hutch- 
inson-Winch Boston branch of the In- 
ternational Shoe Co. in Cleveland, Ohio, 
territory, making his headquarters at 
Cleveland, Ohio. 





E. VAN 
“METER, 
who for the past 
four years’ has 
represented two 
high-grade Brook- 
lyn factories in 
the capacity of 
salesman and styl- 
ist, is now repre- 
senting the E. P. 
Reed & Co. Matrix 
line. He succeeds 
P. J. Watson, who 
severed his con- 
nections with the 
Matrix makers recently. Mr. Van 
Meter obtained his early training with 
the Guarantee Shoe Co. of San An- 
tonio, Texas. He spent six years with 
this concern and was promoted to gen- 
eral manager and buyer of women’s 
shoes. Mr. Van Meter’s expert knowl- 
edge of style has made for him many 
friends, many of whom are among the 
largest buyers in the retail field. He has 
made New York his headquarters for 
the past four years, and is therefore fa- 
miliar with Eastern requirements. Mr. 
Van Meter will soon call on the trade. 


CG. E. Van Meter 
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A repeat sales-pattern ad- 
dition to our special “Foot 
Darling’ line. All popu- 
lar heel heights and toe 
shapes. 


A pattern your customers 

will buy over and over 

again. Another ‘‘Foot 

Darling’ type; 10/8 to 

15/8 heels; medium and 
broad toes. 
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“Foot Darling” Shoes 


It will pay you to have our sales- 
men explain our “Foot Darling” 
Shoes to you. 

They are built with our Beauty 
Arch and sell readily. 


Above all, these shoes satisfy the 
wearer. 
In the forefront of Sherwood’s 
Fall Fashions are the broad one- 
straps, gore step-ins and oxford 
effects. 


Without obligation ask our sales- 
man to call. 


Sherwood Shoe Co. 


Makers of Beauty Arch and Dr. Darling 
Style Footwear 


Rochester, N. Y. 


NEW YORK CITY CHICAGO 
R. F. Schneider . J. Le Pine 
907 Marbridge Bldg. 1618 Republic Bidg. 


























PHILADELPHIA LOS ANGELES 
W. F. Schoell G. C. McAtee 
119 So. 4th St. 706 Forrester Bidg. 


DENVER, COL. 
W. B. McNutt, 218 Charles Bldg. 


PITTSBURGH, PA. 
Harry Waldron, Hotel Henry 
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RANCIS Ss. 
CUTTING, 
sales representa- 
tive for several 


houses making 
men’s slippers, a 
general line of 
moccasins, and 
women’s novelty 
slippers, reports 


a good business. 
He says that his 
line of moccasins, 
made by the 
Berkshire Foot- 
wear Corporation 
of Holliston, Mass., have been in good 
demand—in fact so much so that this 
factory has been working on rush 
orders until nine o’clock at night, and 
that four skilled Indian moccasin mak- 
ers from Maine have recently been 
added to the corps of workers—this 
line, Mr. Cutting states, is entirely 
hand sewn. Mr. Cutting sells to the 
jobbing and case shoe trade, with office 
at 72 Lincoln Street, Boston. 





Francis S. Cutting 





OBERT L. SUMMERS who travels 

to and including the West Coast 
with Edwin Clapp shoes, recently re- 
turned from his trip. Bobbie states 
that this was one of the best trips he 
has had for several seasons because of 
the change in attitude of the buying 
public as well as that of the retail shoe 
merchants. He explains this changed 
attitude by the fact that there is a 
strong trend toward better merchan- 
dise. “People everywhere are asking 
for higher grade shoes, which indicates 
a_healthy condition of business. Mer- 
chants are enabled to take the mark- 
up to which they are entitled and which 
they have been denied for so many sea- 
sons, thus creating a much brighter 
outlook for general business,” he says. 





ILLIAM BEYERSDORFER, fac- 

tory representative of the Helm- 
holz Shoe Mfg. Co., while on a visit to 
Cuba was badly injured by a street car. 
The Havana: Post of May 30 stated 
that he was taken to an emergency 
hospital in an unconscious condition, 
that he later regained consciousness, 
and that he may live. Mr. Beyers- 
dorfer was walking along the crowded 
pavement in front of the Rialto Thea- 
ter in Neptuno Street, near the corner 
of Prado, on the evening of May 28, 
when he stumbled and fell to the car 
tracks. Before the car could stop, a 
passing street car struck him and frac- 
tured several ribs on his right side. 





UBERT GARDINER HOBEN, 

son of John W. Hoben of Alliston, 
Mass., recently became a benedict. The 
bride was Miss Aurelia W. Bates of 
Waltham, Mass. Hubert Gardiner 
Hoben was named after his father’s 
former dear friend and employer, the 
late Hubert Gardiner, president of the 
old firm of Wichert & Gardiner, Brook- 
lyn, for whom John W. Hoben trav- 
eled for 20 years. Although John W. 
Hoben has been off the road for the 
past two years, he is still remembered, 
from his 40 years’ travels, from Maine 
to Nebraska, by a wide circle of friends 
in the trade, and on this account, and 
the fact that his boy was named after 
a man who was so prominent in the 
trade of the 1900’s, we are publishing 
this item. Hubert Gardiner is con- 
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nected with the banking house of E. H. 
Rollins & Sons, one of the largest bond 
houses in Boston. The wedding was a 
big affair, and the presents included a 
house and lot in Newton Center, Mass., 
the gift of “Father” John W. Hoben, 
“the much traveled” ex-shoe traveler. 





R S. KIMBALL, who for the past 
* 14 years, has been connected with 
the Red Wing Shoe Co., both in the 
sales and manufacturing departments, 
is now affiliated with the Lima Cord 
Sole & Heel Co. as assistant to J. E. 
Grosjean in the managerial end. Mr. 
Kimball brings with him to his new 
position a thorough knowledge of man- 
ufacturing details, as the Red Wing 
Shoe Co. used a large volume of Gro- 
Cord products for many years. 





YW iL H. DUFF, who for many 
years sold the E. E. Taylor & Co. 
line, has joined the sales force of B. A. 
Corbin & Son Co. and will continue 
to sell men’s shoes exclusively at popu- 
lar prices. 





ACK GALWAY 

represents the C. 
P. Ford & Co., 
Inc., of Rochester, 
in New York City. 
Jack reports a 
good spring busi- 
ness. He formerly 
sold shoes over the 
fitting stool in a 
retail shoe _ store 
and so has the cus- 
tomer’s viewpoint 
ever in mind when 
he presents his 
new numbers to 





Jack Calway 
the shoe buyers of the Metropolis. 





ARRY L. CRANDALL, with a long 

and valued experience in the shoe 
business, recently joined the salesforce 
of Hcimes-Terhune-Crossman, Inc., and 
is covering the volume buyers for this 
house, from the East to the Mississippi 
River, and as far South as Norfolk— 
in other words, the East and Middle 
West. Mr. Crandall started his shoe 
work with Merritt, Elliott & Co., job- 
bers of New York, when only fourteen 
years old, and has been “at it” ever 
since. For five years before coming to 
his present connection, he traveled for 
Strout, Stritter & Co., Inc. He has for 
his big talking point The New Arch 
Sprite Shoe of this line, which he ex- 
plains a new arch feature in women’s 
style footwear, the result of long ex- 
perimentation and development by shoe 
men thoroughly familiar with the needs 
of the trade. Larry’s slogan is—‘You 
do not have to wear a brogan to get 
an arch support.” 





RNOLD BAMBERGER, former 
shoe traveler, who has been mer- 
chandising Browning’s retail shoe 
store, of Columbus, Ohio, for some 
months past, has almost made up his 
mind to return to the road again. The 
rent at 80 North High Street, where 
Browning’s has been located, has been 
raised from $10,000 to $17,500, and 
Mr. Bamberger says that this store will 
not continue in business unless he can 
find another location for same at a 
reasonable rent. He plans to vacate 
on Oct. 1, 1927, at the present location. 
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OUIS CHED- 

EKEL, known 
to the trade as 
Lou Ched, who 
was in the whole- 
sale and jobbing 
business with his 
brother in New 
York City until 
May 1, now repre- 
sents The Zubick 
Shoe Co. of Haver- 
hill, Mass. This 
is not a new job 
for Mr. Ched as 
; before he went 
into the jobbing business for himself, 
he represented The Zubick Shoe Co., 
and now that he is through with the 
jobbing business, it was not unexpected 
of The Zubick Shoe Co. to offer him 
his former position back again. He 
will cater to the wholesale and volume 
buyers’ trade, confining most of his 
time to New York City, and at regular 
intervals will take trips to Philadel- 
phia, Baltimore, Washington and other 
principal cities between New York, and 
as far West as time will allow him. 
Lou Ched intends to open up an office 
in the shoe district very shortly from 
— he will direct all his sale activi- 
ies. 


HEN the Wisconsin Shoe Retail- 

ers’ Convention hold their big 
“get-together” Aug. 2-4 the Wisconsin 
Shoe Travelers will be “right on the 
job.” The following travelers have 
been appointed on the committee to ar- 
range for the banquet, one of the many 
interesting features of the coming con- 
vention: 

Frank J. Larkin, of the Freeman 
Shoe Mfg. Company; Elmer E. Olson, 
of the Cedar Grove Shoe Mfg. Com- 
pany; Charles Diamond, of the Joseph 
M. Herman Shoe Company; Walter 
Neubauer, of the Ideal Shoe Mfg. Com- 
pany; Adam Meisenheimer, of the 
Harper-Kirschten Shoe Company, and 
Leo Brandenberg, of the Adams Shoe 
Company. 


Louis Chedekel 








OWARD MAY and George May 

have started with a new line of 
samples from the factory of W. F. 
Hooley Shoe Co., Lynn, Howard to 
journey from Chicago to the Pacific 
Coast and George to travel through 
the West and thence down to New Or- 
leans. George Marquette, also han- 
dling Hooley’s shoes, is traveling in 
New England and the Middle States. 





P. GLEASON, of 55 -Hillside Ave- 

*nue, Arlington, Mass., is dead. He 
passed away early on Thursday morn- 
ing, June 9. He was 87 years of age, 
and for 35 years or more had traveled 
New England and Eastern sections of 
the country with the Keith & Pratt 
line. He retired from the road about 
six or seven years ago, on account of 
rheumatism. From the fact that he 
had sold shoes from the time he was 
a very young man, and had continued 
selling shoes on the road for so many 
years, he was affectionately known to a 
wide circle of friends in the trade as 
“Pop” Gleason. It had been the prac- 
tice of a number of the boys on the road 
to send him birthday cards each year, 
when March 7, his natal day, rolled 
around. He was a member of the Bos- 
ton Shoe Travelers’ Association, who 
were represented at the funeral. He 
leaves a widow. 
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22 STYLES 
IN STOCK 


**Althea”’ **Araby”’ 


Geotyene Welts 











B680—Patent Leather. .$4.75 
BG6S3—White Kid 








Goodyear Welt 
B179—White Calf with 
B565—White Calf . White Grain Calf Trim.$5.00 


B189—Black Calf, Black 
Casino Trim 5.00 


“Clare’”’ 


21/8 Heel 


| 
| 


B773—Patent ......... 
B659—White Kid 


& 





“Clare’”’ 


Cuban and 
Spanish Heels 


Riese i vere ae 


B573—Black Satin 
BS72—Patent Leather... 
B575—White Kid 
B258S—Parchment Kid.. 5.00 
B224—wWhite Satin..... 4.75 








= | Satin, 15/8 
B7%8—Gun Metal Calf. .84.50 n 
B739—Patent Leather.. 4.50 c to 8 B232—Pa tent, 


Terms 
B735—White Calf . Net 30 Days B226—White Satin, 15/8 


THE MENIHAN COMPANY 


SHOEMAKERS FOR WOMEN 
Rochester, N. Y., U. S. A. 


New York Office: 846 Marbridge Bldg. Oakland, Cal., in eee as8 Bellview Ave. 
B. W. MOYLAN H. 8. KUSHIN 
Cleveland Otens Pe Union Trust Bldg. Los Angeles emes, 10a Bast Sth Street 
. JENKS Cc BE. V 


anDEG 
Chicago Fe at 1, Masentte Hotel 


Makers of ‘aan Arch-Aid Shoe 
Write for Agency Proposition 
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Birmingham Shoe Retailers Hold 
*“Women’s Comfort Shoe Week” 





Stores Display and Feature 
Soft Kid Footwear De- 
signed for Ease to Wearer 


BIRMINGHAM, ALA. (UTPS).—The 
Birmingham Retail Shoe Dealers Asso- 
ciation designated the week of June 13 
to 18 as “Women’s Comfort Shoe 
Week,” at the June 7 meeting of the 
organization of which W. E. Shine, 
manager of the Guarantee Shoe Com- 
pany, is president. 

During this week displays of soft kid 
shoes, one strap models and other styles 
that increase the comfort of the wearer 
were featured. 

Plans were also discussed for a bar- 
becue and house party to be given by 
Gordon McDaniel at his home, Marvin 
Lake, near Opelika, Ala., on July 4. 

W. E. Shine, president, Hubert Steele 
and David Finefield, vice-presidents of 
the Birmingham Retail Shoe Dealers 
Association, made talks at the June 7 
meeting. 

The “Return and Complaint Evil” 
was discussed as well as plans for the 
Southeastern Retail Shoe Dealers Con- 
vention which is to be held in this city. 

A resolution was passed indorsing 
- recent fad of painting women’s 
shoes. 





Conferences Successful 


CoLumBus, OHIO (UTPS) — The 
series of merchandising conferences, 
begun late in May, under the auspices 
of the Ohio Valley Retail Shoe Dealers’ 
Association, the Ohio Retail Dry Goods 
Association and the Ohio Retail Cloth- 
iers’ and Furnishers’ Association, were 
resumed last week, with conferences at 
Canton, June 7, and at Sandusky, 
June 9. The conferences had been ar- 
ranged by the officers of the various 
associations participating, through C. 
E. Dittmer, executive secretary of the 
Ohio Valley Retail Shoe Dealers’ Asso- 
ciation, who is also secretary of the 
other two organizations. 

Additional conferences, with similar 
programs will be held later on in June. 
Owing to the fact that the conferences 
so far have been very successful, Secre- 
tary Dittmer is arranging to hold a 
series of similar conferences in the fall. 


To Handle Adjustik Line 


Datuas, TEx. (UTPS)—Whiddon’s 
shoe store here has taken the exclusive 
agency for the Adjustik Shoe line in 
Dallas. The store is featuring this line 
in an advertising campaign which will 
extend over several weeks. 











Ducoing Shoes Is New 


Stunt in New Orleans 


NEw ORLEANS, La. (UTPS)—A new 
stunt has appeared in New Orleans, 
that of “Ducoing shoes.” While the 
name is taken after this brand of paint, 
any of the lacquers can be used for the 
work. H. Holmes is the first store 
where this work is being done. 

In this store a colored boy about 
twenty is employed to do the work, and 
charges a dollar for a pair of shoes. 
He applies the paint to the shoes and 
allows it to dry, and the job is finished. 
The work is not guaranteed, because 
the lacquer is liable to crack. The boy 
will, however, touch up shoes that have 
cracked, so that they are kept in con- 
dition. 

Any of the bright colors can be used 
in this work. The most popular is the 
bright red, with green, blue, any of 
these shades being popular. The report 
of the boy, who is also the shoe shine 
boy, reported he averages about thirty- 
five pairs a week, and thinks he is 
doing a good business. 

After the shoes are ducoed, it is hard 
to tell them from new shoes, as they 
cannot be distinguished on the street. 





New Ground Gripper Store 


BALTIMORE, Mp. (UTPS) — The 
Ground Gripper Stores, Inc., whose 
headquarters and main store are at 23 
West 35th Street, New York, N. Y., 
will open a Ground Gripper Shoe Shop 
in Baltimore. This shop, which will 
make an important addition to the ex- 
clusive retail shoe field of Baltimore, 
will be the first store to be opened by 
the concern in this city. It will be to- 
cated at 307 North Charles Street, the 
exclusive business section of Baltimore, 
where it has leased the main floor and 
basement of the building for a term of 
years. 

Under the supervision of O. A. Wil- 
son, Eastern district manager of the 
company, the building is being com- 
pletely remodeled and improved as well 
as otherwise prepared in accordance 
with the requirements of the Ground 
Gripper Shoe Shops. It is planned to 
have the shop ready for business about 
the first of July. It will be a complete 
Ground Gripper Shoe Shop, as shoes 
for men, women and children will be 
carried. It is planned to have a man 
from one of the other stores now main- 
tained by the company placed in charge 
of the local branch. The opening of 
this shop will be in keeping with a 
practice of other concerns featuring 
exclusively corrective and _ scientific 


shoes. 





Whites Selling Better 
in Stores in St. Louis 





Merchants Do Not Intend to Carry 
Them Over, However 


_ St. Louts—White shoes are selling 
in substantial quantities in all stores. 
While a majority of merchants did not 
play them as heavily as in past seasons, 
a good many have ample stocks due 
to the carry-over from last year. 

All are definite in their statement 
that they will not carry over white 
shoes this year. Already the cry of 
“shortage” is heard, but none of the 
wise operators are being stampeded 
into buying additional white footwear. 

Another prediction which many oper- 

ators are voicing is that it will be well 
to be cleaned up on whites by July 5. 
And they don’t mean perhaps. 
_ The percentage of whites in the ma- 
jority of stores called on was 35 per 
cent. In a chain of stores the white 
footwear was equal to patent, which 
will naturally show some signs of slip- 
ping with the advent of hot weather. 
Colored kids are showing about the 
same slackening tendency displayed 
during the past few weeks. One store 
reported black kid 10 per cent of its 
sales. This was not all staple mer- 
chandise. 

Genuine reptile continues to be good 
in higher priced footwear. The demand 
is being felt in stores which, as a rule, 
do not grade their shoes into this class 
of merchandise. 


Cohen Bros. Buy Nelson 


BALTIMORE, Mp. (UTPS) — Cohen 
Brothers have taken over the Nelson 
Shoe Company, 33 West Lexington 
Street, which they will continue to 
operate under the trade name of the 
Nelson Shoe Store. The Nelson Shoe 
Company was founded and operated by 
Walter J. Satterfield, who recently dis- 
continued it, selling it to Herman and 
Louis Cohen, trading as Cohen Bros. 
Cohen Bros. also recently took over the 
Bristol Shoe Stores at 38 West Lexing- 
ton Street, which they are continuing 
under the trade name of Bristol Shoe 
Store. This latter store is being re- 
modeled and enlarged. 





Stressing Men’s Shoes 


PHILADELPHIA, Pa. (UTPS)—At the 
Steigerwalt Boot Shop, 1528 Chestnut 
Street, special attention has been paid 
for the last few days to new models 
for men in black or tan Russian calf 
and wax calf on the Clyde or Newton 
lasts, stressing their appropriateness 
for business wear. The hosiery depart- 
ment for men in this shop is a popular 
one and growing fast. 
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To aid in finding just what you 
want, please inform us as fully 
as you can regarding your re- 
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Knoxville Cinderella 
Shop Holds Opening 


KNOXVILLE, TENN. (UTPS) — The 
new Cinderella Slipper Salon at 413 
Gay Street has been enthusiastically 
received by the women of Knoxville, 
several thousand attending the formal 
opening held June 2. “The success of 
the opening of the new shop was far 
beyond our expectations and we are 
pleased, indeed, with the welcome ex- 
tended us,” said L. A. Meyerson, secre- 
tary and treasurer of the organization. 

The new shop, which is located in the 
remodeled Third National Bank Build- 
ing, follows in design the general plan 
of all the Cinderella stores. The ar- 
chitecture is Spanish with curved 
stucco ceiling and broken tile floor, the 
French blue and gold note being car- 
ried out in detail, even to the electric 
fans, giving a most pleasing effect. 
Forty-five fitting chairs occupy the 
center of the shop while full-length 
mirrors are placed at intervals along 
the walls. The hosiery cabinet with 
display units is located at the front 
of the store. The blue and gold front 
with its six-window display is quite 
striking. A feature of the shop is a 
ladies’ parlor fitted up at the rear of 
the store for the comfort and con- 
venience of lady shoppers. A maid is 
to be in attendance at all times and 
will care for children. This feature is 
to be incorporated in all future Cin- 
derella shops, according to Mr. Meyer- 


son. 

L. J. Westbrook of Nashville, general 
manager of the shop, is an experienced 
shoe man, having spent much time 
abroad as a designer. He has made an 
exhaustive study of women’s novelty 
footwear and is particularly well fitted 
for the position. H. M. Giddens is to 
be assistant manager. 

Officials of the organization who 
came here from headquarters at Spar- 
tanburg, S. C., are: H. August, presi- 
dent; L. A. Meyerson, secretary and 
treasurer, and B. A. Pollock, vice-presi- 
dent and buyer. All officers express 
themselves as quite pleased with the 
opening and with prospects for future 
business. 

A pair of hose was given with all 
shoes purchased on opening day. 


Walk-Over Dealers Plan 


Big Annual Convention 


Boston—A feature of show week 
here will be the annual convention of 
the Walk-Over Dealers’ Association, to 
be held in Campello, at the George E. 
Keith Co. plant, July 7 and 8. The 
complete program, just announced, is 
as follows: 

Thursday, July 7, morning session— 
Convention called to order by President 
Sydney Stokes, New Haven; Greeting 
by President Harold C. Keith, George 
E. Keith Company; Response by Al. A. 
Stentz, Fort Wayne; President’s ad- 
dress by Sydney Stokes, New Haven; 
Secretary’s report by Earl F. Wood- 
ward, Newark, Ohio; Committee ap- 
pointments, and President’s remarks. 

Afternoon session—Old time men’s 
volume by John Hodge, Detroit; Wom- 
en’s also by Edward B. Stern, Tulsa; 
Sales building by Ernest A. Burrill, 
sales manager, George E. Keith Com- 





pany. ; : 
Friday, July 8, morning session— 











The association of ideas between lightweight shoes and straw hats may 
not be original, but it is good, because constant repetition of an idea is 


the best way of putting it across. 


the shoe window of the store of Daniels & Fisher, Denver, Colo. 


Here it is, cleverly worked out, in 
Dick 


Runyon, head of the shoe department, is the man responsible for the idea 





President’s announcements by Sydney 
Stokes, New Haven; Main spring arch 
by Irving B. Howe, Boston; Capitaliz- 
ing the store staff by Paul A. Jesberg, 
Los Angeles; 10 cent depreciation by 
Fred L. Hasey, Stores Company. 

Afternoon session—Advertising com- 
mittee report by W. Leslie Seaman, 
New York; From the company adver- 
tising angle by W. T. Card, Advertis- 
ing manager, and N. Emerson, 
George Batten Company; For the com- 
pany by George H. Leach, vice-presi- 
dent. 

After each of the formal presenta- 
tions there will be sufficient time for 
comprehensive discussion, the best 
thing in any convention such as this 
one. Entertainment features between 
morning and afternoon sessions and 
for late afternoon and evening will be 
handled by the company. Following 
is the committee organization: 

Program: Messrs. Stokes, Howe, Sea- 
man, Garneau. 

Advertising and Invitation: Messrs. 
Stokes, Woodward, Seaman. 

Registeration: Messrs. E. Warner 
Howe, Coleman, Garneau, Woodward, 
Mandeville, Duhamel. 

Resolutions: Messrs. Harper, Fisher, 
D. F. Sullivan. 


To Open 32d Nisley Store 


CoLumBus, OHIO (UTPS) — Rollo 
Lee, head of the Nisley Shoe Co., 
which is operated as a subsidiary of 
the G. Edwin Smith Shoe Co., reports 
that the 32nd store in the chain 
of retail establishments will be opened 
in Toledo some time in August. The 
Nisley company has secured an ex- 
cellent location on Adams Street, which 
is one of the principal retail streets. 
Mr. Lee said that the manager of the 
Toledo store had not been selected. 

It is planned to open several addi- 
tional stores in the larger cities of the 
Middle West. 


| 
| 


| people 


O. S. U. Issues Bulletin 
on Care of Feet and Shoes 


COLUMBUS, OHIO (UTPS)—A de- 
parture in education designed to cause 
to think before purchasing 
has been started by the De- 


shoes, 


| partment of Physical Education at the 


| Ohio 


State University. Miss Esther 
A. Gilman, an instructor in that de- 
partment has been issuing a number 


| of bulletins having to do with the care 


of the feet. In the bulletins she sug- 
gests that shoes should have the shape 
of the feet on which they are to be 
worn. Among other things she said: 
“The shoe must fit closely at the heel 
to prevent slipping up and down. But 
no shoe should press on the heel cord 
at the back. The length and height of 
the arch of the shoe should correspond 
to the lateral arch of the foot. Shoes 
must be long enough so the toes never 
touch the end, and be broad enough so 
the toes may spread and move about a 
little, but should fit snugly around the 
instep. The heel of the shoe should be 
broad and not over an inch high. Shoes 
that have lost their shape or are run 
down at the heels are a strain on the 
feet and tire them quickly.” 

Miss Gilman further states that one 








should be slow in changing from one 
type of shoe to another. The change 
involves rapid adjustment of the mus- 
|cles and ligaments. All changes should 
be gradual. 


Myles Store Names Assistant 


St. Louis, Mo.—The shoe depart- 
ment of Myles has named L. Blanchard 
assistant to Dave Flennigan, manager. 
Blanchard came from Baton Rouge, 
La.. where he was employed by Braun 
& Kidd, one of the leading shoe stores 
of that town. 
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The A. B. P. is a non- 
profit organization 
whose members have 


themselves to 

a working code Bd 
practice in which 

| interests of the men of 

American industry, 
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honest of 


‘dependable products, 
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“Makers of 


USINESS journalism has established a great clearing 
house of information,” says Mr. Schwab, probably as 
widely recognized for his human understanding of selling 
as for his capacity as a great manufacturer. 
“You cannot have prosperity,” says Mr. Schwab, “with- 
out confidence, and you cannot have confidence without a 
free and honest exchange of information.” 


* * * * * 


That is the platform this publication stands on. Business 
publications which succeed are more than a collection of 
editorial and advertising pages. 

* * * * x 


Every publication has its specialized field of service and 
plays its part intimately in the interchange of information 
and opinion, which is the basis of prosperity to which the 
captain of steel refers. 

* * « * * 


Both editorial and advertising pages are made to fulfill 
this great responsibility. The men and methods the editors 
select for their pages and the advertising which the clients 
of this paper buy to inform its readers of their products, are 
brought together between the covers of a business journal 
for intimate help and service. 

When you have read both editorial and advertising 
sections and you have a complete knowledge of the service 
the publisher of this journal has prepared for you; then you, 
like Mr. Schwab, will see it—a Maker of Prosperity. 
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Business Prosperity” 
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Uses Inclement Weather 
as Sales Argument 


Kansas City (UTPS) — An ex- 
ample of utilizing the inclement 
weather conditions of the Spring and 
early Summer months and making sud- 
den rain squalls into sales arguments 
was discovered in the Walk Over Boot 
shop, 1111 Walnut Street. 

C. H. Jensen, manager of the store is 

strong advocate of the two-pairs 
policy. He is sold on it himself from 
the economical and from the hygienic 
angles and, of course, two sales looks 
better on the books than one. 

The weather with its sudden changes 
has been used successfully by Mr. Jen- 
sen in urging the purchase of two pairs 
of shoes, one light colored pair for the 


sunshine days and a dark, patent | 


leather pair for the rainy days. 


The women customers especially see | 
the logic of the argument, the patent | 


leathers being bought on the spare 
tire idea and kept available for the 
rainy spells. The light shades are 
worn more from the desire to be well 
dressed and comfortable during the 
hot spells distributed between the 
showers. 


Self-Service for Clearance 


CLEVELAND, OHIO (UTPS)—The Dan- 
iels Shoe Co. store, 719 Prospect Ave- 
nue, has instituted a new idea in stock 
clearance. On May 14, 1927, this store 
opened up a self-service department in 
the rear and out-of-sight from the reg- 
ular trade. Racks and stands were 
built in attractively into a large L 
where the utilization of space has been 
a problem. On the racks and stands, 
short lines, broken lots, and odd sizes, 
were placed at ceduced prices. Plainly 


| marked sizes were on every pair of 


Abi anne 


) the section. 


shoes and a sign calling attention .to 
the self-service was displayed above 
In this new department 


| people could try on their own footwear 


' unmolested and without 


and look over the wide range of stock 
interfering 


' with the regular sale of shoes in the 
} front of the store. 


eee 


we 
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The self-service department was ad- 
vertised in the papers and opening day 
brought forth large crowds to see the 
new institution. Sam Hinckley, man- 
ager, states that this division has 
solved the problem of stock clearance 


} and when odd sizes are sold out, bar- 


gain stock and job lots will be used to 
fill the gaps. 


‘“‘Buster’”’ in Cincinnati 


CINCINNATI, OHIO.—During the past 
few weeks Buster Brown and Tige 
have been brought back to mothers and 
children of Cincinnati territory 
through the medium of the billboard. 
Rollman’s Department Store have been 
featuring “Buster Brown” shoes, and 
in conjunction with their latest mer- 


Ychandising efforts the city has been 


completely covered with new and at- 





“3 Needless 





posters. 
sale of 


“Buster Brown” 
to say that the 


tractive 








; “Busters” has greatly increased. 
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Giant Shoe Form on the Boardwalk 


One of the most interesting window displays ever seen on the well- 
known Boardwalk in Atlantic City was that of the DuPont Products 
At first glance people wondered what it was all about for 
all they saw was a mammoth shoe form nearly five and one-half 
feet long suspended in the center of the window. 
the foot-gear of some prehistoric giant because it was too fresh 


It could not be 


some ancient tomb for thousands 


of years. It was truly a product of today—a Fairy Form for tree- 
ing shoes made by the Shoe Form Company of Auburn, N. Y. and 
displayed through the courtesy of the DuPont Company. In addition 
to this giant shoe form made to fit a shoe with a size of about 170 
to 175, others in various colors and sizes down to the smallest, which 
was 3 inches in length, were displayed. 
tractive Fairy Forms showed a beautiful color harmony. 

presented striking color contrasts which were very impressive 


Shoes fitted with these at- 
Others 





Forman Features Whites 


ROCHESTER, N. Y. (UTPS) — B. 
Forman Company is featuring white 
shoes, calling the ladies’ attention to 
the fact that white shoes provide a 
perfect underscore for any of the nu- 
merous gaily colored Summer frocks. 
Half a dozen models are illustrated in 
the firm’s newspaper advertisements. 
Providing a _ variety of attractive 
styles, including a low cut oxford of 
buckskin, with crepe soles and low 
heels; a high heeled semi-formal with 
a graceful front strap for afternoon 
wear; another of similar design but 
with a medium height broad heel, mak- 
ing an ideal walking or dress slipper: | 
a modified oxford known as the “Theo” | 
tie, with broad medium high heel for 
walking, but at the same time cut to | 
give the impression of a slipper rather | 
than an oxford. The shoes are priced | 
from $8.50 to $10. 








“Speed Boys” Move Fast 


PHILADELPHIA, Pa. (UTPS)—Swag- 
ger new summer weight oxfords for | 
men and young men are being pushed | 
forward successfully at Dalsimer’s, | 
1204 Market Street, these days, espe- | 
cially the new brown tans, otherwise | 








classed as the “Dalsimer Speed-Boys.” ' 
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Regal Shoe Co. Opens 


Second Rochester Store 


ROcHESTER, N. Y. (UTPS)—The 
Regal Shoe Company has opened a 
new store in the New Lincoln-Alli- 
ance Building at 183 Main Street east, 
in the heart of the uptown business 
district. The store is the second of the 
Regal chain to be opened in this city, 
the other being opened 23 years ago 
at 40 Main Street east. 

The new store was opened with an 
attractive and novel window display 
of sport footwear, with a large, almost 
life-like figure of a golfer, surrounded 
by novel sport shoes. S. E. Donald- 
son, formerly manager of one of the 
New York Regal stores, is manager 
of the new store here. 





New Children’s Store 


DALLAS, TEXAS—Sam Frankel and 
J. O. Hill, proprietors of the new 


| Kiddies Shoe Store, announce that they 
| will open their establishment on July 


1, next, with a complete line of foot- 
wear for the little folks. The Kiddies 
Shoe Store will feature’ misses’, 
misses juniors’, children’s, infants’, 
youths’, and little gents’ shoes—‘The 
first and only exclusive children’s shoe 
store in Dallas,” say Messrs. Frankel 
and Hill. 
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will add/ 
wings to YOUR SALES 


AIRY FORMS will make your shoe displays more 

attractive. They will give your windows a new 
charm—create a new sparkle which passersby cannot 
resist. They will add wings to your sales. 


That is the reason why shoe retailers are so enthusi- 
astic about them. An outstanding proof of this is 
shown by the fact that Fairy Forms were chosen to 
tree all the shoe models displayed at the recent formal 
opening of the World’s largest department store. 


If you are looking for something to make your store 
windows stand out from those of all other shoe stores, 
ask your shoe manufacturer to Fairy Form your dis- 
play models. He is anxious to see these models 
properly treed and will gladly supply you with Fairy 
Forms made over his own lasts for this purpose. 


Fairy Lasts for Resale 


Be first in your community to offer the public a real 
innovation in a unique type of shoe tree. Ask us to 
send you complete information about our charming 
Fairy Lasts—the newest members of the Shoe Form 
family. 

These beautiful, golden Fairy Lasts, made of light and 
airy Fairylite, will tree shoes perfectly, in a new 
scientific way—without strain or injury to the delicate 
leathers. Customers instinctively want a pair as soon 
as they see them. You can sell a pair with nearly 
every pair of shoes. Write us today for details of our 
interesting Fairy Last proposition. 


THE SHOE FORM CO., INC. 
Auburn, N. Y. 


Fairy Forms are fully protected by American and Foreign patents 
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“If Nifty can’t fit you, stay in bed” is the slogan of Ralph A. Gemmill, who has recently opened his new 
store in Seattle, Wash., at 421 Pike Street. Mr. Gemmill is his own window trimmer, store manager, head 


salesman and accountant. 


He’s still alive and prosperous after having held down these jobs since 1918 at 


which time he opened the first Nifty Shop in that city. He is an active member and a past president of 
the Seattle Retail Shoe Dealers’ Association. 





New Novelty Line Added 


Boston, Mass.—E. J. McManus, 
assistant to William L. Weiss, shoe 
buyer at the Gilchrist Co., says that 
the aim of this store is to give the 
customers quality shoes even at $5 and 
$6 a pair. The most popular selling 
price, however, is $7.50; the next best 
seller is $7; the next, the $6 shoe. The 
volume sellers are the patent leather 
one straps in heel heights of 13/8 to 
18/8. Black satin is also very active, 
especially in a one strap in a 14/8 to 
18/8 heel. Plain pumps in patent and 
satin are selling better at this store 
the past few weeks than for some time 
past. Buckles have been selling well 
during the past month, with the small, 
side, slide buckles favorites. Colonial 
buckles are selling well with the new 
metal holder attachment. Buyer Weiss 
introduced the past week a new line 
of women’s novelty shoes, with heels 
ranging from 17/8 to and including 
19/8, at $6 a pair. This is an inno- 
vation for this department. 


Geuting on Pacific Coast 


PHILADELPHIA, Pa. — A. H. Geut- 
ing, President of the N. S. R. A,, 
and one of the most traveled presi- 
dents the association has ever had, is 


now on the Pacific Coast. He first 
visited Will Knight of Portland, Ore., 
and then attended the convention of 
the California Shoe Retailers’ Associa- 
tion, where he gave a talk on “The 
Curse of the Shoe Business, and How 
to Remedy it.” Mr. Geuting visited 
groups of retail shoe merchants on the 
way out to the Western coast, as well 
as on the way home. 


Unusual White Shoes 


PHILADELPHIA, Pa. (UTPS)—“The 
unusual in white foot dress” is being 
offered at Winkelman’s at 1130 Chest- 
nut Street, one particularly fetching 
all-white and one-strap model proving 
especially successful. These shoes, how- 
ever, are only one of the many Winkel- 
man suggestions for distinctive foot- 
wear to round out the summer ensemble 
for milady. 





New Baltimore Stores 


BALTIMORE, Mp. (UTPS) — Three 
new stores opening up in Baltimore 
will carry shoes as one of their prin- 
cipal lines. Haskins, Hanover & Sons, 
who operate a shoe store at 422 West 
Pratt Street are opening a store at 
3832 Eastern Avenue in which shoes 
and allied lines will be carried. Gold 
Brothers, who maintain a store at 1204 
Laurens Street are opening a new store 
at 1130 Laurens Street. J. Silverman 
& Son, will open a store at 3418 East- 
ern Avenue. 


McAn Personnel Changes 


CLEVELAND, OHIO (UTPS) — The 
personnel of the Thom McAn shoe 
store, 501 Prospect Ave., Cleveland, 
Ohio, was recently changed following 
the transfer of C. W. Moore, former 
manager, to the Thom McAn store in 
Ashtabula, Ohio. 

J. F. Vilash, formerly employed in 
Bedell’s shoe department, is now mana- 
ger of the Prospect Ave. store while 
Carl Moss has been transferred from 
the Thom McAn E. 9th St. store as 
assistant manager. 


John W. Estill Dead 


‘CoLuMBUsS, OHIO (UTPS) —John 
W. Estill, formerly a member of 
the old retail shoe firm of Siebert & 
Estill, which operated a shoe store on 
High Street for wow years died at 
his home in Los Angeles, Cal., June 5. 
He was 65 years of age and had left 
Columbus a number of years ago for 
the benefit of Mrs. Estill’s health. He 
leaves his widow, two sons, a daughter 
and a sister. Interment was made in 
California. 


Windsor with Tradehome 


LA CROSSE, WIs.—Everett Windsor, 
formerly an assistant to the manager 
of the Tradehome Shoe Store at Quin- 
cy, Ill., has been appointed manager of 
the Tradehome store in this city. 





Enlarging Shoe Dept. 


BALTIMORE, Mp. (UTPS) — The en- 
larging of the shoe department of 
Hochschild, Kohn & Company will be 
made possible by the recent addition 
of a six-story and basement building 
at 320-24 West Lexington Street, which 
will be joined with the main store at 
Howard and Lexington Streets by a 
bridge. Remodelings and improvements 
to addition and main store will cost 
upward of $50,000. Hochschild, Kohn 
& Company feature exclusively in Bal- 
timore the I. Miller line of shoes. 


To Give Up Men’s Dept. 


PHILADELPHIA, Pa. (UTPS)—The 
Royal Boot Shop, 35 South Thirteenth 
Street, for years devoted wholly to 
men’s footwear, is deserting the mascu- 
line field and hereafter will cater only 
to the feminine trade. Recently it in- 
stalled a woman’s department, and the 
result was so successful that it has 
been decided to do away with the men’s 
department altogether. A _ clearance 
sale of men’s shoes is now in progress 
and the shop was kept open every night 
during the sale. 


“Summer Home for Feet”’ 


PHILADELPHIA, Pa. (UTPS)—Zim- 
merman’s at 1232 Market Street is 
staging summer-weight shoes for men 
just now, and his slogan of “a summer 
home for your feet” is catchy and con- 
vincing. In announcing these light- 
weight shoes, Zimmerman asks: “You 
would not wear an overcoat all sum- 
mer—why impose on your feet?” These 
shoes are not only light in weight but 
are snappy in appearance. 


Hurley Leases New Site 


New YorkK—The Hurley Shoe Com- 
pany, which operates three men’s shoe 
stores on Broadway, has taken a lease 
on the store and basement at 11 West 
46th Street. Branded shoe stores are 
rapidly centering in this neighborhood, 
Coward, Walk-Over and Cantilever al- 
ready being established within a block 
of the new Hurley store site. 
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Brockton, Mass. 














EAST WEYMOUTH, MASS. U.S.A. 





HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 

















| For MEN 
(P) M. A. PACKARD CO., Makers 
BROCKTON ees 


NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


H. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN’S FINE SHOES EXCLUSIVELY 











Stacy Adams Co. 
Manufacturers of 
MEN’S FINE 
SHOES 
Brockton, Mass. 
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Merchandising Fundamentals 


By Ernest A. Burrill 
Retail Contact Man, Geo. E. Keith Co. 


EXPENSE PERCENTAGES 





The retail shoe business in general cannot be rightfully accused 
of extravagant operating costs. 
profit in any business are thrift and economy. 
must be eliminated. Average expense percentages are difficult 
to establish, but the above chart illustrates general averages. 
Naturally, not all the “highs” or the “lows” will occur in any 


Payroll (14%) includes proprietor’s account. 
cost, that is for those who give all their time to selling, should 
A $1,500 salesman selling $15,000 per year is 
A $2,000 salesman selling $24,000 per year is an 


Advertising should be 3% for 1927. 
additional 4% mentioned on the first chart of the series. 


(The sixth of a series of ten merchandising sermons in tabloid form. 
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Waste of pennies 


Straight selling 


This is using 1% of the 








Mrs. G. R. Virmond Dead 


MILWAUKEE, Wis.—Mrs. Adeline A. 
Virmond, wife of George R. Virmond, 
secretary and treasurer of Caspari & 
Virmond, prominent shoe retailers at 
63 East Wisconsin Avenue, Milwaukee, 
died at St. Mary’s Hospital here on 
Friday morning, June 10. Mrs. Vir- 
mond was prominent in Milwaukee 
musical and singing circles and she was 
a vocal instructor. She sang in the 
services at the Christian Science 
churches and was a member of the 
MacDowell Club, the Tuesday Club, 
and the Lake Park Chapter, No. 2, 
Order of the Eastern Star. She is 
survived by her husband, one son, a 
brother, and two sisters. Burial was at 
Neenah, Wis. 


Mueller Reelected 


AusTInN, Tex. (UTPS)—Carl H. 
Mueller, owner of the Carl H. Mueller 
Shoe Store of Austin, Tex., was re- 
elected as one of the directors of the 
Texas Retail Merchants’ Association 
and of the Texas Credit Men’s Asso- 
ciation at a joint meeting of these two 
bodies held the last week in May at 
Port Arthur, Tex. Mueller appeared 
on the program at the convention with 
a discussion of “Installment Selling.” 








Raphael’s Hold Big Sale 


PHILADELPHIA, Pa. (UTPS) — Ra- 
phael’s at 1709 Chestnut Street is re- 
joicing at the success of one of the 
best late spring sales in its history. 
This store makes a special feature of 
one reduction sale each year and the 


| 
| 





result this June was a crowded store | 


on every day of the sale period. 


t 


Columbus Stores Moving 


CoLumMBus, OHIO (UTPS)—The Co- 
lumbus Walk-Over Shoe Co., which is 
a partnership owned by D. N. Mc- 
Dowell and Max L. Holmes and which 
has been located at 39 North High 
Street for about 15 years, has taken 
a long-time lease on a three-story store 


building at 18 North High Street, | 


which will be occupied by the company 
about August 1. 
will be completely remodeled for the 


business and much additional space 


will be provided by the deal. 
Likewise, the Columbus store of the 
Hanover Shoe Co., which has_ been 
located at 73 South High Street, will 
be moved about August 1 to a larger 
storeroom at 143 North High Street, 
recently acquired by the company. 


New Shoe Stores 


Harris’ Midland, Texas, shoe depart- 


ment. 
New Ideal Clothing & Shoe Co., 


* Taneytown, Md., shoe department. 


Gerlach’s Bootery (successors 10 
Masners’ Boot Shop), Versailles, Ohio. 
Fern Shoe Co., Hart Building, N. W. 


corner Twelfth and Wall Streets, Los : 


Angeles, Cal. 
Chas. A. Stevens & Bros., Chicago, 


Tll., new shoe department (fifth floor). ~ 
Regal Shoe Store (S. E. Donaldson, | 
Lincoln-Alliance Building, ~ 


manager), 
Rochester, N. Y. 


Berke’s Boot Shop (distributors of 7 
the Stetson Shoe), 1414 Washington! 


Boulevard, Detroit, Mich. 


The Central Shoe Store, Lafayette, 


Ind. (opens women’s shoe department,” 
R. E. Dye, manager). i 
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The store building | 
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To Determine Color Effect 
On Temperature of Foot 


Milwaukee Tanner Conduct- | 


ing Series of Interesting 
Thermometer Tests 


MILWAUKEE, WIs. — John Arthur 
Wilson, chief chemist at the A. F. 
Gallun & Sons Co., Milwaukee tanners, 
have determined by experiments the 
exact effect of different colored shoes 
upon the temperature and thereby the 
comfort of one’s feet. The experiments 
are still being conducted, but thus far 
it has been shown that there is a 
difference of 18 degrees between light 
tan and black leather coverings in the 
sunlight. 

Special thermometers are being used 
in the experiments. The bulbs of the 
thermometers are covered with dif- 
ferent colored leather and exposed to 
the sunlight. When placed in the sun- 
light, the thermometer covered with 
light tan leather reached a temperature 
of 100 degrees, medium tan showed 105 
degrees, dark tan 110 degrees, 
black leather 118 degrees. 

The experiment was repeated several 
times with the same result. The rise 
in temperature due to the effect of the 
direct rays of the sun is shown quickly, 
exposure of a couple of minutes mak- 
ing the extreme difference, according 
to Mr. Wilson. It is considered proved 
by these that a person’s feet are 18 
degrees warmer in black shoes than in 
light tan footwear. 

It is believed that this is the first 
time such an experiment has been con- 
ducted, and the result of the tests may 
have an important effect upon shoe 
styles. Mr. Wilson said that already 
shoe manufacturers are taking notice 
of the result and are laying in heavier 


during the summer. 





Graton & Knight Booklet 
Advertises New Trademark 


Worcester, Mass.—The Graton & 
Knight Company, manufacturers 
Spartan sole leather, have prepared 
an unusually attractive book setting 
forth the merits of this branded line, 
describing their advertising campaign 
now in course of preparation and call- 
ing attention to their unique trademark 
—a gold disc, stamped in a repeating 
design on every piece of Spartan sole 
leather which leaves their plant. The 
trademark, known as “The Spot of 
Gold,” has been registered by the 
United States Patent office. The book 








of | 


is bound in heavy blue cover paper | 


and | 


| 














with a circular hole in one corner. 
fly leaf is of gold paper and, showing 
through the hole in the cover, consti- 
tutes a reproduction of the trademark. 





Modern Shoe Co. Expands 


HAVERHILL—The Modern Shoe Co., 
makers of women’s turn footwear, lo- 
cated for several years in the Wingate 
Associates Building, 25 Locust Street, 
are now taking over the’ floor in the 
Essex Associates Building formerly oc- 
cupied by the Moss-Seamans Company. 
Additional manufacturing facilities are 
available at the new location and the 
move brings both the turn and Mc- 
Kay lines of the company under one 
roof. The Modern company is devoted 
to turn manufacture, while the Model 
Shoe Co., a companion factory, is given 
over exclusively to McKays. 





Bohr Returns from Trip 





The | 





PoRTSMOUTH, OHIO—H. B. Bohr, a | 
director of the Irving Drew Company, | 


makers of Drew Arch Rest shoes has 


just completed a trip through the | 


Eastern and Central Western cities in 
the interests of the concern and was 


present at the first showings of the | 
He reports that | 


new line to buyers. 
the new line has been most enthusias- 
tically received. 


| 


The Irving Drew Company recently | 


announced that Drew Arch Rest shoes 
were to be advertised each month in 


full pages in the Ladies Home Journal | 
and it is said that since the start of | 


this advertising there has been an ever- | 
increasing interest on the part of the | 


stocks of tan leather to prepare for | trade in the Arch Rest line. 


an increased demand for light shoes | 


New accounts are being added and 
sales are showing a steady increase. 





Historic Shoes Displayed 


MILWAUKEE, WIS.—The collection of 
shoes dating back to 2000 B. C. which 
is owned by Maj. Charles T. Cahill of 
Boston was on display at the retail 
store of the S. J. Brouwer Shoe Co., on 
Wisconsin Avenue here for several 
days, and attracted much comment and 
attention from the public and _ local 
newspapers. 





J. E. Howe Is Dead 


MuncigE, IND.—J. E. Howe, for 52 
years, a retail shoe merchant here, died 
recently, in his 76th year, as a result 
of injuries sustained when he fell at 
his home in this city. 





STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 


“They've Cot te Be Stetson 
te Be Snappy” 


THE STETSON SHOE CO., Inc. 
South Weymouth, Mass. 
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50 STYLES IN STOCK 
Ready for Delivery on the Det 











EMERSON SHOE MFG. CO. 
Rockland, Mass. 
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Strong and Flexible 


Kg Counter Board 
STE og NG Long. Fiber 
a y 


The —— Fiber Board Ce. 
Sales Office, 501 Fifth Avenue, 
New York 


est Virginia 


Not a substitute for—but an improvement 
over ordinary leather. 
Pulp Products Department 
WestVirginia Pulp & PaperCompany 
e Detroit NewYork Chicago «¢@ 
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CREESE & COOK CO. 
Tanneries at Danversport, 95 South St., Boston. Mase 
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STUDY CHIROPODY 


Make ) oa ge A to $15,000 a Year 
Become « Doctor fy ‘Chiropedy. 
enly uncrewded gest foot ainte 
in world. Facul fe -4 capone, chirop- 
odists. Finest a and compnent. Feur- 
teenth successful y Entrance requirements, 4 
Years nigh schoo! ‘or equivalent Course, 2 years. 
ber. Opportunities te earn way 
while  - ~ %, Write fer catalog. Dept. B. 


Clark Street, Chieage 








a. COLLEGE OF CHIROPODY 








ATLANTIC PRINTING CO. 
SEAVER-HOWLAND PRESS 


Producers of Distinctive Shoe 
Catalogues and Shoe Booklets 


470 Atlantic Avenue Boston, Mass. 
Telephone LIBerty 8673 




















WHERE TO BUY 


Men’s & Women’s 
Slippers 








PARISTYLE FOOTWEAR MFG. CO., INC. 
41-45 Washington Ave., Brooklyn, N. Y. 
New York Office, Room 1116, 1328 Bway 


HIGH GRADE TURN MULES and D’ORSAYS 
Gatias, Kids, Brocades and Fancy Patterns. 


Men’s All Leather House Slippers 












Bomples 
ROTH & ROSENBERG SHOE CO. 
124 N. Srd St., Philadelphia 














Novelty SlipperCo. 


Makers of 


Boudoir Slippers of the 
Better Kind 


121-131 West 19th Street 
New York City 
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Swan Shoe Co., Baltimore, Md. 
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Fall Runs Expected to 
Begin July 1 in Brockton 


BrockToON—Quite a number of the 
plants in this section are taking stock 
or about to begin inventory. A few 
have begun to point to the new runs, 
but few are expected to begin produc- 
tion on Fall business before July 1 or 
July 15. This is a season of cleaning 
up, and many shops are working only 
mornings. There are one or two plants 
where the cutters will be given only 
a few days of idleness because of the 
healthy condition of order books. 

Advance buying of leather gives hint 
that blacks will be offered in good 
numbers for early sales, at least, and 
the tendency will be toward the darker 
and heavier shades and grades of skins. 
The few samples being revealed in 
men’s new designs point to a higher 
heel and a longer vamp in an effort 
to give a hint of narrower feet, al- 
though the toes will continue to be 
moderately rounded. Women’s heels 


lmay be lower, and the longer vamp is 


being worked out there, too. Futures 
in women’s leathers seem to give a 
hint that blacks will be popular, though 
many are waiting for the July show 
to get the trend. There are one or two 
pretty models in low oxfords, but 
pumps and straps comprise most of 
the models. 





Godman Shows Big Gain 


The H. C. Godman Co., Columbus, 
Ohio, report that their salesmen have 
been out eleven weeks and they are 
now sold up 60 per cent on Fall de- 
liveries and future sales are running 
86 6/10 per cent over one year ago and 
mail orders have increased over 32 per 
cent over one year ago. All of their 
figures indicate that by Aug. 1, they 
will have sold their capacity for Fall 
deliveries. They are driving hard for 
future business and their last figures 
indicate that 80 per cent of orders now 
taken by the salesmen are for future 
deliveries. 


Matthew Marshall Dead 


MILWAUKEE, WIs.— Matthew Mar- 
shall, surviving partner in Marshall 
Bros., wholesale shoe dealers at 33 East 
Juneau Avenue, Milwaukee, died here 
on June 7. He was 49 years of age. 
Peter J. Marshall, founder of the busi- 
ness, died suddenly on April 30, from 
heart disease. The business is being 
liquidated by Mrs. Peter J. Marshall, 
following the death of her husband and 
his brother. 


Nox-All Shoe Co. in Alton 


HAVERHILL—The Nox-All Shoe Co., 
conducted by Benjamin Mershon and 
D. J. Curtin, is now located in Alton, 
N. H., in the Fuller factory, and is 
about. to engage in the manufacture of 
women’s McKay shoes there. Tax ex- 
emption for five years and the sum of 
$1,000 toward defraying moving ex- 
penses was the lure offered the local 
firm by the New Hampshire com- 
munity. At a special town meeting, 
June 4, the town voted unanimously to 
give tax exemption for this period and 





appropriated $1,000 for the firm. 








Increased Activity Is 


Noted in Turn Factories 


HAVERHILL — Improved _ conditions 
within the turn shoe manufacturing in- 
dustry constitute the most important 
development in the local trade. Turns 
appear to be returning to popularity, 
with indications that by early fall turn 
production will exceed that of several 
seasons. Several of the city’s most im- 
portant and best known producers are 
building up on turns, one firm adding 
substantially to its space for this type 
of production and another firm return- 
ing to turn manufacture after several 
seasons in McKay manufacture. The 
stimulus is expected to become more 
noted as the season advances. 

Advancing hide markets tend to ad- 
vance shoe prices. A wider price range 
is expected to help turn outlet, inas- 
much as this branch of the shoe in- 
dustry has suffered severely in recent 
years from stiff price competition. 
Pattern shops are busy and this con- 
dition is usually a good barometer of 
business in the offing. 

Present production is hardly better 
than 50 per cent, but words of en- 
couragement are more freely expressed 
than a few weeks ago. Sampling goes 
on in most of the plants, with many 
new shoes coming out for the Boston 
shoe show. Patent is holding lead in 
present production, with blacks in 
patent, ooze, suede, satin and kid en- 
tering into fall shoes. Kid is coming 
in strong after a lapse of several sea- 
sons. Cuban heels and Louis heels 
down to 17/8 and a notable reaction 
against the extreme high heels of the 
season closing. Wide straps and filled- 
in oxfords are the most striking style 
departures. Oxfords will move in 
greater volume as the season advances, 
it is believed. Smart, dainty footwear 
is replacing the extreme novelty types. 


A. W. Todd Made General 
Manager of U. S. M. Corp. 


Boston—At the meeting of the 
Board of Directors of the United Shoe 
Machinery Corporation held June 8, 
the regular quarterly dividend of 
37%ec. per share was declared upon the 
preferred stock of the corporation, and 
a dividend of 62%4c. per share upon the 
common stock, both payable on July 5, 
1927, to stockholders of record at the 
close of business on June 14, 1927. 

Officers for the ensuing year were 
elected as follows: Chairman of the 
board, Edwin P. Brown; president of 
the corporation, Sidney W. Winslow, 
Jr.; vice-president, George W. Brown, 
John H. Connor, Moses B. Kaven, 
“Harold G. Donham. Charles G. Ban- 





croft, William R. Sampson; treasurer, i 
Halsey E. Abbey, and secretary, Harold [| 


G. Donham. 


Albert W. Todd was appointed gen- | 
eral manager to succeed William R. | 
Sampson who was elected a vice-presi- | 


dent of the corporation. 





Menihan Reduces Shares 


RocHsester, N. Y. (UTPS)—The 
Menihan Shoe Company has reduced 
the number of its shares from 12,500 
to 7,500 divided as follows: 5,000 
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Another Lindbergh Shoe 


HAVERHILL, Mass.—“The Lucky Lind- 
bergh” shoe, a decided novelty creation, 
has put in its appearance and the new 
number inspired by the trans-Atlantic 
flight of Capt. Charles Lindbergh is at- 
tracting wide attention. The pattern 
originated with the Lawrence J. 
Ewing Co., pattern makers, 86 Win- 
gate Street, and is the creation of 
Norbert Gallagher, designer for the 
Ewing company. The shoe is a smart 
lace oxford made up in white kid with 
black patent overlay and is produced 
by the Simon Shoe Company. On the 
vamp of the shoe the black patent 
overlay forms a replica of a monoplane, 
the wings, propeller blades, and even 
the landing gear being ingeniously 
fashioned. On the quarter is a horse- 
shoe within the circle of which is the 
picture of the famous flyer, while also 
on the lucky piece is cut the now fam- 

ous title, “Lucky Lindbergh.” 








Change Asked in Working 
Agreement with Union 


HAVERHILL—Negotiations are under 
way in the local industry for modifica- 
tion of the existing working agreement, 
whereby the local industry may enter 
the fall season at the highest point of 
efficiency and with the most favorable 
local labor conditions. Chairman Ed- 
win Newdick of the Haverhill Shoe 
Board of Arbitration recently pointed 
out to the Haverhill Shoe Manufac- 
turers’ Association and the Shoe Work- 
ers’ Protective Union, certain remedial 
measures which are furnishing the 
basis of the present negotiations. Com- 
plete revision of the agreement, giving 
greater freedom of factory-control by 
the manufacturer, and creating the 
neutral arbitrator in the industry an 
administrative office, is under considera- 
tion. Wage scales, also, may be sub- 
jected to complete revision, the intro- 
duction of graded prices being contem- 
plated. 





Officers Reelected 


RocHester, N. Y. (UTPS)—AII offi- 
cers and directors of the Schelter Last 
Company were reelected at the annual 
stockholders’ meeting held at the com- 
pany’s offices at 294 Franklin Street 
here recently. 














Movement in Lynn Is 
Toward Better Grades 


LYNN—Prices make up the foremost 
topic here. The issue will be fought 
out in the July markets. It is possible 
to make better shoes. 
sible to make cheaper shoes. The gen- 
eral movement is toward better grades 
and fewer cheap shoes. Tanners are 
tightening up on credits. So there is 
a decrease in speculative shoemaking. 
Styles are simpler. Factories are quiet. 


Some orders for July delivery are being | 
made up; also a few shoes for early | 
fall and some shoes for stock depart- | 


ments. 

Welt shoemaking is being improved. 
This makes one of the interesting fea- 
tures for long time development. Joints 
in welts are being tightened up, so 
shoemakers say. Extra operations are 
performed to improve the bottoms of 
welts. After the shoes are lasted and 
inseamed, the bottoms are rolled under 
the leveling machine, exerting tons of 
pressure. 
tom and shallows the cavity. So less 
filler is necessary to fill the cavity in 
the bottom of the shoe, and the outsole 
is fitted snugger. A new filler, called a 
middle sole, is light and flexible and 
damp-proof, and it won’t curl up. A 
new extra light weight welting is used. 
The consequence of these improve- 
ments is that bottoms of welts look 
lighter and have a better edge, and yet 
retain their flexibility, their shape- 


holding power and their durability. The | 


new welts are the best Goodyears yet. 
Styles continue simple. There will 
be some brilliant show shoes at the 


Boston fair. It remains to be seen 
what buyers think of them. For the 
present, blacks continue foremost. 


Patents are first and suede and satin 
come afterwards, with black kid, in 
mat finishes, looming up. Makers of 
finishes for leather and shoes report 
the demand for blacks stronger than 
for any period since before the war. 
Reptile grains, real or simulated, are 
in blacks, some polished. Snake is a 
leading reptile. Browns are in the 
golden tones. 


Charles O. Miller Dead 


COLUMBUS, 
O. Miller, a traveling salesman for 
the Pack Shoe Co. of Worcester, Mass., 
and a resident of Columbus for many 
years died at the Benjamin Franklin 
Hotel, Philadelphia, June 5. He made 
Columbus his headquarters for years 
and had carried a number of different 
lines of shoes. He was born and reared 
in Chillicothe, Ohio. A. V. Holbrook 
of the Holbrook Bootery and Mrs. 
Holbrook left at once to accompany 
the remains to Chillicothe, where the 
funeral services and interment took 
place. 





Best Shoe Co. Organized 


Boston—Ben Short, formerly con- 
nected with Merchants Shoe Co. of 
Boston, has recently started in the 
business of wholesaling women’s styl- 
ish footwear to retail at $5 and $6. He 
has established himself under the 
name of the Best Shoe Co., at 72 Lin- 


coln Street. 


It is also pos- | 
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WHERE TO BUY 
Ballet Slippers 








{ Sumith 4 












BALLETS a * ’ 
Rights and Lefts. " 
Two Grades. 
Wos. Miss. Chi 
$1.50 $1.45 $1.40 
1.25 1.20 
we. 
: wane 
soem 325 W. Monroe St. 
Chicago, IH. 
EW ALLETS 
and Turn, Vici Kid 
Improved In Stock 
Soft Toe: Child’s $1.15; 
Misses’ $1.20: Women’s 
$1.25. Hard tee: Child’s 
25; — $2.30; 
‘omen’s $2. 





Alse petiee “Grades 
In Stock ae ae Stipper Ce. 
Samples on Request Everything ta _ Bay 











BALLET SLIPPERS—IN STOCK 

of the unusual kind 

B102 Bik. Glazed Kid, Soft Tee 
Child’s 6 te ‘1I—$!. 35 

Misses 61/2 to 2— 1.40 

Women’s 2'/2 te 8— 1.45 


Also Hard Toes 
HERDER, Ine. 











SCHWARTZ 


& 
Specialists in Ballet Manufacture 


241 No. 11th Street - Philadelphia, Pa. 








HAND TURNED, BLACK KID 
BALLET SLIPPERS 
In STOCK 








Women’s, Tee? 


eses’, 
Children’s, $1.25 
Send for Mail orders prompt- 
Samples. ly attended to, 
ROTH 2 ROSENBERG SHOE CO. 
124 3rd St., Philadelphia 








Im Stock Black Bal- 
let Slippers 


Ladies’ $1.25 pr. 
Misses’ fi:20 pr. 
Childs’ $1.15 pr. 

BLOG SHOE OO., INO. 
147 Duane 8t., 

New York, N. ¥. 











LYONS AND COMPANY 
Hand Turn BALLETS 
Wo’s. Miss’. Chad's. 
$1.45 $1.40 $1.35 
Also Hard Toes 
IN STOCK 
Send for Samples 
122-124 Duane St. 




















New York, N. Y. 





WHERE TO BUY 


Store Fixtures 


or 








GOOD WINDOW 
FIXTURES 


‘tore Designers and Builder 


L. GOODWIN & CO. 
WORCESTER MASS 
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WHERE TO BUY 


Women’s Novelties 








» 2 
“Shu-Valyou” $ 
Samples sent and 

returnable at 
our expense. 
Samuel Cohen 


Shoe Co. 
72-82 Lincoln 





POLS 





Pr 


Boston, Mass. 


‘ a a ~~ 








Latest Styles at 
Popular Prices 

of in Stock. ~ 
143 ST-NEW YORK 

















WHERE TO BUY 
| Children’s Shoes 








“ELAM” 
FlexibleTurn Shoes 


For the Jobbing Trade Exclusively 


F. S. ELAM SHOE Co. 
ROCHESTER, N. Y. 
Boston Office, 183 Essex Street 














WHERE TO BUY 


Shoe Ornaments 








SHOE ORN. 
6-8 W.22nd St.New Yor 








| of the Independent Shoe Manufac- 





Boston Factories Fairly 
Busy on Fall Footwear | 


Boston—Salesmen are now in their | 
territories, or starting out on short | 
trips, practically all planning to return | 
to Boston for Shoe and Leather Fair | 
Week, July 5-7. Factories are gener- | 
ally active, and in many cases new | 
salesmen have been added. Women’s | 
welts are in good demand for fall or- 
ders, and so are novelty shoes, with | 
special features of service, such as | 
built-in arch supports. High heels and | 
low heels are about evenly divided on | 
the new shoes, all depending on the | 
t of footwear. ad 
"Black patent and black patent with 
genuine reptile trim is being shown in 





| and one which we have adopted is 
| for a medium narrow toe. 


| 


the new fall offerings. Suede in a rich, 
dark shade is in increasing demand, 
and so are the best quality of black 
suede, which leather is now so tanned 
that it does not “crock” or soil light 
colored hosiery. Stroller tan kid and 
calf shoes for women and children are 
appearing everywhere in sample rooms, 
and everywhere plainer patterns are 
evident. In a few sample rooms are 
noted straw shoes, with uppers cut 
from straw hats; some are in plain 
colors while others appear in many gay 
colors and are further ornamented with 
bright braid bindings. 

The wholesale trade, which had been 
slow during the cold, rainy month of 
May, had become more active with last 
week’s warm days. Wholesalers are 
concentrating on fewer lines, aiming to 





Orders for August Delivery 


Being Received by Factories 


MILWAUKEE, WIs.—Milwaukee shoe 
manufacturers are reporting that the 
retail trade is starting to place orders 
for fall footwear calling for August 
delivery, and that both the immediate 
and future business is holding up well. 
They expect a good volume of trade for 
the fall and look for lighter tans to 
move. The tans will not be as light as 
the summer ones, but will be just a 
shade darker and not the real dark 
tans as has been predicted. 

H. A. Unke of the Harsh & Chapline 
Shoe Co. said that both tans and black 
are moving well to the trade now, and 
the orders for fall are calling for some 





give their traveling salesmen a line 
long enough to supply the various size 
and width requirements of their cus- 
tomers. Jobbers, mail order and chain 
stores are buying well on staple shoes, 
but not so heavily on novelties. 


Joins “‘Hole-in-One”’ Club 


CARLISLE, Pa.—O. H. Starner of 
the Carlisle Shoe Co., while playing 
the Carlisle Country Club course with 
Dr. H. H. Mentzer, scored a “hole in 
one” on the 130-yard eighth Thursday, 
June 2. The ball struck on the edge 
of the green, headed for the cup and 
dropped into it like a scared rabbit. 
The play is made across the deep 
ravine with trees on both sides of the 
fairway. Mr. Starner is the first 
Carlisle player to achieve this feat, so 
much desired by all golfers, and is be- 
ing congratulated by all of his friends. 


Patent Good for Fall, 
Says Harry Vinsonhaler 


“Early indications for fall footwear 
lean heavily toward patent leather,’ 
says Harry Vinsonhaler, vice-president 








turers. ‘We find the demand for both 
plain and trimmed effects. In the trim- 
ming, much reptile will be employed, 
used sparingly and not in bold effects. 

“Nut brown kid is very good in high 
heel types. As a fall color, this shade 
should find prestige among women who 
will select garments of this tone. In 
box heel types, brown calf and Stroller 
tan are being bought, and we look for 
good business in these materials and 
colors. A few all-over patterns of 
reptile will be good in our line. 

“An important tendency observed 


We have 
just recently added two new lasts along 
these lines which have met with favor- 
able acceptance by retail shoe mer- 
chants. 





Buckles and Blacks 


LYNN—W. F. Hooley Shoe Co. has 
sent out its fall sample line. About 
half of the samples are buckle trimmed 
pumps and stepins, and most of the 
buckles are of white metal or cut steel. 
Blacks have been carried from sim- 
plicity to severity. For instance, a 
two-eyelet oxford, of perfectly plain 
pattern, is of a black mat kid dulled | 
down to a sombre tone. Eyelets are | 











invisible. and the stitching is almost so. 


high shoes. The new samples are now 
being made up for the salesmen and 
will be out in July. The dress shoe 
business has been good so far, while 
work shoes have held up strong also. 
The mail-order business continues to 
be as good as it has been with this 
company. 

The trade is taking tans and blacks 
for August delivery, according to 
Robert J. Dempsey, sales manager for 
the Weyenberg Shoe Manufacturing 
Co., but the blacks are not as strong 
as it was thought they would be several 
weeks ago, while the tans are not sell- 
ing yet in proportion to last year. Mr. 
Dempsey said that the tendency is not 
toward the real dark shades of tan for 
fall, but more toward a shade darker 
than the light summer shades of tans. 
He said the fall business is very good 
now due to the fact that the retailers 
are covering themselves before another 
advance in made in price. There are 
further advances to come by July 1, 
Mr. Dempsey said. 

The volume of men’s footwear is 
holding up very well at the Edmonds 
Shoe Co., William A. Edmonds, presi- 
dent of the company, reports. He said 
that there is some fall business coming 
now, but that most of the orders should 
come in between June 15 and August 
1. He looks for a good trade in the 
fall styles. The light yellow tans will 
not move for fall, in Mr. Edmonds’ 
opinion, but colored calfs in the me- 
dium to dark shades, and grain leath- 
ers, are and should be good. He looks 
for blacks and tans to run about 
equally as well for fall. 

W. G. Hanson of the Albert H. Wein- 
brenner Co., manufacturer of work 
shoes, stated that the volume on work 
shoes for men is holding up as well as 
it has all season, and that it is en- 
tirely satisfactory. This business is 
stable and steady and has been good 
so far this year. 


« 


P. E. Blum Off to Europe 


ROCHESTER, N. Y. (UTPS) — Fore- 
men and organization managers of 
the Blum Shoe Manufacturing Com- 
pany, of Dansville, gave a farewell 
dinner to James J. Blum, son of Phillip 
E. Blum, secretary of the company. 
on the eve of his departure for Europe 
He will be gone for two months and 
will visit France, Germany, Italy. 
Switzerland, England, Ireland and 
Wales, gathering information on styles 
and advances in the industry in 
Europe. 
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AEROPLANE BOWS 


The countless pages of publicity given the recent trans- 
atlantic flights are all splendid ads for this unique shoe 
novelty. Made in two styles, combination leathers and 
metal buckles. 





TT, arene Dozen Lots $6.00 
i Ch gives seawegeene eee wees Dozen Lots 6.50 
No. 2 Aeroplane Bow—same as above, with white 
SERRE THSEEO «oon esccccvesces Dozen Pairs 9.00 
|Our newest T strap ornament........ $2.50 doz. prs. | 
| Big Town Bows in all leathers........ $5.00 doz. prs. | 





We manufacture a variety of 


Rhinestone Vamp Ornaments, doz. prs...... $2.50 to $12.00 
Rhinestone Buckles, doz. prs............++. 12.00 to 26.00 
Se Is SEU IRS on <0 60.00.00 00 0:00 0600 3.60 to 4.80 


Quality Merchandise At Moderate Prices 


Manolis Manufacturing Co. 
Formerly Ideal Mfg. Co. 
Mfrs. of Fine Spats and Shoe Ornaments 


4248 N. Crawford Ave. Chicago 











Just Completed, and the Outstanding 
Success of the City 


The Belvedere Hotel 


48th Street, West of Broadway 
Times Square’s Finest Hotel 


Within convenient walking distance to impor- 
tant business centers and theatres. Ideal transit 
facilities 
450 Rooms 450 Baths 
Every Room an Outside Room—with Two Large 
Windows 


Large Single Rooms Size 11’ 6” x 20’ with bath, 
$4.00 per day 


For Two, $5.00—Twin Beds, $6.00 


Large Double Rooms, Twin Beds, Bath, 
$6.00 per day 


Special Weekly Rates 


Furnished or Unfurnished Suites with serving 
pantries, $95 to $150 per Month 


' Moderately Priced Restaurant featuring a peerless cuisine 


Illustrated booklet free on request 


CURTIS A. HALE, Managing Director 













Whites 


Ready-to-Ship 
By Merchants Shoe Co. 


Barbara 
White Kid 
20/8 Spike and 14/8 Cuban 
$4.35 
Patent Leather 
Black Satin 
Heels as above 
$41.00 
Barrett's ‘‘Watersnake’’ Calf 
20/8 Spike only 
$4.50 





Barbara 


All Shoes A, B, C 
except Cross Country, 
which is stocked B & C 


Cross Country 
Goodyear Welts 
White Calf 









Grey Calf 
Parchment Calf 
eather Sport Sole, Rubber Wedge 
Heel 
$3.60 


White Calf 
White Calf, Black Saddle 


Parchment Calf 
Crepe Rubber Soles 
Cross Country $4.00 
No initial orders for 
less than 12 pairs 
Nancy 
“i White Cab. 
Ty Oo gg “4 Patent Leather 


18/8 Spike and 14/8 Cuban Heels 
Black Satin 
Spike only 
White Cab. D’Orsay 
(round toe) 20/8 Spike only 
$3.60 





57 Lincoln St., Boston 
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Classified and Opportunities Department 


RATES AND OTHER INFORMATION 


Copy must be received at the Boot and Shoe Recorder, 207 South Street, Boston, Mass., on 
Monday of the week of publication in order that advertisements be published same week. 
Otherwise insertion will be put over to the following week’s issue: 


POSITIONS WANTED 


4c per word. Minimum Charge 75c. 


LINES WANTED 


4c per word. Minimum Charge 75c. 


ALL OTHERS 


7c per word. Minimum Charge $1.25 


ALL DISPLAY SPACE 


| 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 








Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 
































SALESMEN WANTED 


SALESMEN WANTED SALESMEN WANTED 




















BOB SMART SALESMEN WANTED SALESMEN WANTED 


We have openings next season for successful salesmen to sell Bob Smart 
Popular priced young men’s Style Shoes as a full time proposition in Northern 
California, Southern Texas and North and South Carolinas. 


You can make big money by representing Bob Smart Shoes on a part time tana, North Dakota, Ohio. A com- 
basis if you have a following in these territories: Arkansas and Louisiana, plete line of women’s medium- 
Mississippi and Alabama, Kentucky, New England States, Virginia, North and priced real hot novelties all in 


South Dakotas and Montana. 6% 
held confidential. Bob Smart, Milwaukee, Wisconsin. 


details and information stock. References must accom- 








Real live-wire shoe salesmen with 
an established trade in the follow- 
ing States: Arkansas, Georgia, 
Indiana, Utah, Minnesota, Mon- 


pany applications. Liberal com- 
mission, and wonderful opportunity 











SLIPPER SALESMEN 


MICHIGAN, OHIO, INDIANA AND KANSAS. 
on Kozy Komforts most complete SLIPPER LINES to active Shoe Salesmen—traveling 
via Automobile. Our lines include all styles and combinations in slippers—LEATHERS, 
SATINS, WOOLSKINS, and SUEDES—-carrying POPULAR PRICES, that produce real 
volume from the Department Store and Retailers. 
Advances made on Sales. Write full details today. 
1701 Richard Street, Milwaukee, Wi 


We have an ideal proposition to offer 


COMPLETE IN-STOCK PROPOSITION. 
Kozy Komfort Shoe Mfg. Co., 





E want experienced wholesale shoe sales- 





Pacific Coast Salesmen 
Wanted 


to carry well known leather boudoir 
slipper as a side line. Address C-8S71, 
care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


men with records, to represent us in several 4 
available territories for one of the strongest “IEBRICH-FOX-HILKER SHOE. CO., Ra 


s shoes in the United States. 


for right men. 


Address C-887, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 















ESIDENT salesmen covering their territory 
by auto, to carry as side line a profitable 
line of HOUSE SLIPPERS in middle western 
states. Short line of samples. Good commis- 
sion. References. WOOLEATHER MFG. 
COMPANY, 309 Bridge Street, Salem, Mass. 
WANTED: An experienced, real _ live-wire 
shoe salesman, for the states of Iowa, 
Missouri, Kansas and Nebraska. With a com- 
ylete line of medium priced men’s welts. 
















Compensate according to gocerd. Quick action cine, Wis. 

Only men — ee col ae ee ANTED: Resident salesman for New York 

C-877, care Boot and Shoe Recorder, 207 South City and vicinity. Also one for New Eng- 

St.. Boston, Mass. land, Chicago and Detroit. Reply to C-879, 
’ , care Boot and Shoe Recorder, 207 South St., 





Salesmen_ with established trade 





to represent us in Louisiana, Georgia, Ala- S 
(lowa and Nebraska), Michigan and 











SALESMAN WANTED 


to sell a real snappy line of women’s 
low price novelties on commission. Reply 
in first letter giving references and terri- 
tory desired. We can offer a real prop- 
osition to men who can produce. 


Aronson Bros. Shoe Co. 
213 Essex St., Boston, Mass. 


proposition for men of proven ability. 


Boston, Mass. 


ALESMEN WANTED: Real producers in 
the following territories:—Oklahoma, Minne- 
sota, Pennsylvania, New York, Kentucky, 





Li f fast selli ; Ke 
uaa aed ase oneal at $3.50 te Idaho, Montana, Utah, Ohio and Tilinois. We 


commissions and wonderful are manufacturers of one of the oldest lines of 
Refer- work shoes, dress oxfords and shoes—-a real 











salesman with 


E want a high grade shoe salesman for 
eastern Pennsylvania to follow one of our 
best men who is going into business for himself. 
Strong line of men’s shoes — well established 
business. Only experienced wholesale shoe 
—— considered. No ote 
need apply. uick action necessary. 

need SEP COMPANY, Milwaukee, Wis- 
consin. 


of work shoes, and an excellent line of men’s 





ee ee 


ALESMAN for Missouri and Kansas. Travel 


by auto. Welts, stitchdowns, McKays 
ERS 


leg- 
ings. Commission basis. HAG TOWN 
SHOE & LEGGING CO., Hagerstown, Md. 





ences must accompany application, otherwise QUALITY line—BIG commissions paid to the 
will not be considered. SHU-STILES, INC, (EM. Teed apply. Address C.882, care Boot 
ey ee oe oe Sy ae and Shoe Recorder, 189 W. Madison St., Chi- 
cago, Iil. 
IGH calibred salesmen wanted to handle a ALESMAN for Tennessee and Kentucky. 
new line of real value men’s dress welts Travel hy auto. Welts, Stitchdowns. McKays, 
retailing for $4.00, $5.00 and $6.00. This line leggings. Commission basis. HAGERSTOWN 
h ed in conjunction with a well known line SHOE & LEGGING Co., Hagerstown, Md. 





and women’s boots. Both lines are short and IVE wire salesmen to sell an old established 
are money makers for salesmen and retailers. manufacturers line of felt, leather and satin 
We want only high powered men capable of soft sole slippers on commission basis either 
making real money. Give complete information as a straight or side line. Prefer men travel- 
with your ap Mcaton, oeipenten, etc. Pacific ing by auto in the following territories: Texas, 
yer . Ev ot a Shoe he — Louisiana, Mississippi, Alabama, Kentucky, 

ress C-851, care Boot an hoe Recorder, Tennessee, North and South Dakota, Kansas, 
207 South St., Boston, Mass. and Missouri. Unusual opportunity. Give full 


articulars in first letter. Address C-885, care 








Write territory, ex 








ALESMAN wanted for Pacific coast and 
middle west to carry manufacturers’ line of 
rhinestone, cut steel and metal buckles. Excel- 
lent side line for shoe or findings salesman. 
ience and references to 
C-867, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 





oot and Shoe Recorder, 207 South St., Boston, 


XPERIENCED SHOE -SALESMEN Mass. 
to sell manufacturer’s line of 





medium priced infants’, children’s and misses’ SALESMAN wanted for the city of Birming- 
and Goodyear welts. All shoes are ham and surrounding territory, with fast 
made of good materials in order to give the line of novelties and staples for men, women 
best of service, and the line is composed of the and children, shoes for immediate delivery and 
in children’s shoes, both an established trade, straight commission basis. 
leathers and patterns. Can be sold with non- Wonderful opportunity for the right party. In 
: Commission only, and refer- applying for position, kindly state age, experi- 
ences required with first letter. Any territory ence and references. Address C-886, care Boot 
not represented at present. and Shoe Recorder, 207 South St., Boston, 

MPANY, Orwigsburg, Pa. Mass. 
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BUSINESS OPPORTUNITY 


FOR SALE 


GLASS EYES 








$25,000 to $50,000 
INCOME YEARLY 


In a wonderful growing city of a 
quarter of a million population, with half 
a million in prospect, there is an old- 
established shoe business for sale, or a 
partnership may be arranged which can 
show most satisfactory profits. Occupy- 
ing an entire modern building in the best 
— 7. Lamy: lowest insurance 

It be clearly shown where 

#25. 000 to $50, 000 may be cleared a 

BUT no small amount of capital 
vill "do it. We shall necessarily have to * 
know how much money one could or 
would invest. The owner’s experience 
= character would be generally vouched 
or. 
Address C-8S8S1, Boot and Shoe 
Recorder, 207 South St., Boston, 
Mass. 








Wonderful opportunity for live wire 
popular priced ladies’ shoe man to 
share 100% Market Street Loca- 
tion, Philadelphia, Pa., on a straight 
percentage basis. Communicate at 
once to Edward Appelbaum, 1161 
Shakespeare Ave., New York City. 
References Required. 

















LINE WANTED 





WANTED for popular priced line of men’s 
or women’s shoes for territory in central 
states. Line priced so as to appeal to volume 
and retail buyers. Address C-876, care Boot 
and Shoe Recorder, 207 South St., Boston, 
Mass. 


OR SALE—Clean_ shoe stock of about 
$12,000; established business. Wisconsin city 
of about 9,000. Good manufacturing and agri- 
cultural community. Unlimited opportunities. 
Price right. Address C-884, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








WANTED TO PURCHASE 


CASH paid worn misfit shoes for men and 
boys, any quantity. S. CONJOR, 2945 
Matthews Ave., New York, N. Y. 











MERCHANT NEEDS 











This Silent Salesman 
Will Help You Sell Shoes 


ey 


The Front and Back of 
a Good Shoe Mirror 
Portable mirror, made of the best plate glass, 


mounted in an all- -metal frame, finished in 
grain h 18”x14”". 





Write for description and price. 


THE CHICAGO WIRE CHAIR COMPANY 
612 No. La Salle St., Chicago, Ill. 


























GLASS EYES 


Fer Bunny - Kitten, 
Children Slippers and 
ether decorative pur- 
poses. 
G. SCHOEPFER 
16-18 W. 36th St. 
NEW YORK 














MERCHANT NEEDS 











Milbradt 
Ladders 


made for 40 years 
by the original in- 
ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co. 
2416 No. 10th Street 
ST. LOUIS, MO. 








WANTED for N. Y. City, New Jersey, solid 
line men’s work shoes; also open for line 
of men’s and boys’ dress ‘numbers, aggressive 
representative with car, good following; straight 
commission; references furnished. Address 
C-883, care Boot and Shoe Recorder, 207 South 
St., Boston, Mass. 








POSITION WANTED 





ANTED POSITION-—Foreman of stitch- 
ing room, twenty years experience on men’s 
and women’s fine grade shoes, can furnish best 
of references. Address C-888, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 





OSITION WANTED-—-Shoe salesman and 
and manager wishes to connect with a reli- 
able house. Thorough training, 6 years’ expe- 
rience. Executive ability, chain store knowl- 
edge. All replies to be addressed to J. H. 
CONSELYEA, 813 Swede St., Norristown, 
Penna. 





-1 Advertising man and window trimmer 

seeks connection with large shoe store, pre- 
ferably in central or southern states. Eleven 
years of invaluable experience in all kinds of 
shoe publicity. Available at once. Correspon- 
dence invited. Address C-878, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








FOR RENT 





FOR RENT—Street floor store for immediate 
occupancy—about 1500 square feet. Ship- 
ping facilities from rear of store. Apply at 
33 Lincoln Street, Boston, Mass. 





HOLESALE location for rent on Duane 

street, New York. Twenty thousand feet 
of very desirable space. Can be _ divided. 
Address C-880, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. 


THIS COMPLETE SHOE SET 
mest te $79 Pentchens Wal- 
offer ever made cat dy ter ° 
= any fixture o mes ~ a ship- 


F.0.B. Pittsburgh, Pa. 


Send for catalogue. 


This Outfit Consists of the 
Following 


(All shoe tops adjustable) 
pedestals 2° r.: ° 


Pam recone 


Double top shoe stands 24”. 
Double top shoe stands 18”. 
shoe stands 12” 


sFoooona 
ae@essouvs 


Complete 24 pieces 


Additional Shoe Stands 
All sizes 12”-18"-24”—$1.50 each. 


Additional Oval Slabs 
9x18—$1.50 12x26—$2.00 each 


Cohen & Nathan Company 


1108 Fifth Avenue 
Pittsburgh Pennsylvania 











Vi NDOW 
DISPLAY FIXTURES 


SEGALLE SONS| 


933 ARCH ST. 
PHILADELPHIA, PA. 


ARE BUSINESS GETTERS | 
SEND FOR CATALOG, 


sat Th poe 
FN =) 3 


The DISTINCTIVE and 
PERMANENT MARK 


F.H.KLUGE 
WEAVING CO. 


2e-S9W 34TH ST. N.Y.C. 
Phone WISCONSIN 8130 
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WANTED TO PURCHASE 








HIGHEST CASH PRICES PAID 


off your hands. Wire or phone us. 
pentence confidential. Established 1890. 
MAX GLAUBERG 
436 Grand Street, New York City 


We also purchase clothing, hats, furnish: 
goods, etc. Dry Dock 0385: 











CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 
Prompt attention given. 


KIRSCH-BLACHER CO., Inc. 


622-624 Broadway, New York, N. Y¥. 
Phone Spring 1443 














Sell Us Your Left Over 


New Yors Export Puscuasine Coar. 
596 Broadway, N. Y. City 


Or Entire Stock for Cash 








Boston Welcomes Every 


Shoeman in Country 





To Its Big Mid-Summer Market 
Show 


Boston.—A joint meeting of the 
Boston Shoe Travelers, the Southern 
Shoe Travelers, the Boston Shoe As- 
sociates, with Buford H. Jones, presi- 
dent of the Boston Shoe and Leather 
Fair, and with other leading shoe 
manufacturers of this section, was held 
at the Hotel Essex last Saturday. The 
meeting was called by Harry P. Lynch, 
president of the Boston Shoe Travelers’ 
Association. Tags reading—“I am a 
Regular” were worn by the large num- 
ber present. President Jones thanked 
the shoe travelers for the publicity 
which they have already given the 
Boston Show, and asked for their con- 
tinued co-operation until the event is 
“put across.” Mr. Jones stated that 
the Boston Show management always 
depend upon the shoe travelers to look 
after the hospitality, and this year the 
fair directors are especially anxious 
to have every detail of hospitality well 
dispensed. He stated that a large com- 
mittee would be appointed and that a 
meeting would be called at the Hotel 
Statler on Wednesday, June 22, when 











STORE SUPPLIES 

















eSTaBtisneD 1890 


LABELS 


and 
SHOE CARTONS 


EXCLUSIVE BUT NOT EXPENSIVE 
SAMPLES UPON REQUEST 


265-271 LEXINGTON AVE , BROOKLYN. NY 


AMERICA’S CREATEST 
SHOE CARTON & LABEL MPFCS 








elaborate plans for the entertainment 
of visiting buyers would be outlined. 


A Real Show 


President Jones said that “a real 
show, at a nice, clean, new place,” the 
Hotel Statler, would be held; that the 
enthusiasm had been so great that al- 
ready the space is “over-sold,” and that 
this has been accomplished without any 
personal solicitation. “Previously,” said 
President Jones, “we have had to plead 
with shoe manufacturers and tanners 
to take space, but this year, we simply 
sent out a letter—told them that we 
were going to have a show, and up to 
this time we have heard favorably 
from every one to whom letters were 
sent. We know that the visiting buy- 
ers will enjoy this show, and know that 
the travelers will continue to do all 
that they have already done to make 
every one have a good time.” 

Everett H. Bradley, the 1926 presi- 
dent, and A. E. Bancroft, 1925 presi- 
dent of the Boston Fair, spoke, con- 
firming all that President Jones had 
said, and wishing President Jones the 
best of luck. “We are going to have 
a whale of a show,” said Mr. Bancroft, 
“we have established an institution 
that will last—a dignified, high-grade 
affair.” Dick Richardson, a member 
of the Commonwealth Shoe and Leath- 
er Company, and 1926 president of 
the Southern Shoe Travelers’ Associ- 
ation, said that he had recently re- 
turned from a western trip, and had 
heard more about the coming Boston 
show than ever before; he believes that 
the fact that this Boston show will be 
a “dignified show,” a “high-grade 
show,” and one that a merchant will 
not hesitate to have his-wife, or daugh- 
ter, attend, has been a big selling point. 

T. A. Delany, secretary of the Na- 
tional Shoe Travelers’ Association, and 
chairman of the Hospitality Committee 
asked for the good efforts of all the 
travelers present in connection with 
registration and continued co-operation 
on the hospitality feature. 














EMPLOYMENT SERVICE 








A thoroughly organized service, highly 
specialized office, established to assist the 
employer to find the trained office, sales or 
factory executive. Also to help qualified 
men and women lecate the particular posi- 
tion they desire. 

Confidential service to employers without charge! 


PETERS EMPLOYMENT SERVICE 
31 State St., Boston, Mass. 
Congress 2870 

















STORE SUPPLIES 





Tu: OSCAR ONKEN Co.¥ 


Display Fixtures of Quality 
¥ IN WOOD ONLY, BUT IN MANY PERIODS y 























Catalog 
Department 

Catalog Store Catalog 

Shoe Window Shoe 
Window Fixtures Chairs and 
Display Fitting 
Fixtures Stools 
ith Ra 


Check ["] Here 











Check [|] Here 


Check the One You Want 


ONKEN 








Our new 
catalogs 


We want your busi- 
ness on our new 
Display Fixtures. 
Fixtures that will 
make real salesmen 
of your show win- 
dows. 
1st. Check the one 
you want. 
Pin to your 
letterhead. 
3rd. And mail at 
once to— 


The Oscar Onken Co. 


611 West 4th St., Cincinnati, O. 
A SPECIAL FIXTURES MADE FOR ADVERTISING PURPOSES 


2nd. 




















4 
One of the Two Best Lines Made 5 
CINCINNATI, QO. §& 


: 
3 
| 
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Recorder Ads 
Attract 
Good 
Men 


Edgewood Shoe Factories of 
Atlanta, Ga., write us as fol- 
lows: “Our last ad (in the 
Boot and Shoe Recorder) for 
national salesmen brought us 
the most representative applica- 
tions we have ever received. 
From them we have practically 
filled our requirements.” 


Recorder Classified Advs. Carry 
Far and Hit Hard! 
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ANNOUNCEMENT 





ao This Is to Advise the Shoe Industry of the United States and 
~— Abroad That the Entire Slipper Business Both Leather and 
Felt of 


ROSENWASSER BROS., Inc. 
Late of Long Island City, N. Y. 





Has Been Taken Over by the Undersigned Under the Supervision 
of Mr. Leo Rosenwasser, Who Had Full Charge of the Entire 
Manufacturing Activities of the Former Firm. 








ROSENWASSER SHOE CORPORATION 
25 WILBUR AVENUE LONG ISLAND CITY, N. Y. 








ti Bx BG 
Honest Boudoirs 


Every Greeley Boudoir is a_ sensible 
everyday slipper, honestly made and 


“How Shoes Are Made” 
sold. Carried in stock for immediate 


delivery and ue ao Sas or — . 
id with leather or rubber 
heels. Ask your jobber for O t f P t 
Greeleys—and write us if u 0 rin 
he cannot deliver them. 















0. 
SES -_ , 
a: STOCK Deliveries At Once So great has been the de- 
" 36 Pair Cases 
—S~ ° ic ria 
A. W. GREELEY mand for this booklet. that 
my 7 12 Duncan Street - - - Haverhill, Mass. 57 the first edition 1s ex- 
A 4 ”\y 
7 - hausted. We announce re- 





NO, WILLIAM! gretfully that no further 


SADDENING AGENTS are not those eggs who pull door bells . ~ Pa « > 
out by the roots and thus ruin the good wife’s entire day. or ders for copie S can be 
In the Shoe and Leather Lexicon SADDENING AGENTS are . 
defined: “‘Addition of substances during dyeing to produce duller filled. 
shades.” 


Just one of the hundreds of bits of information in this 
valuable book which a smart salesman can casually slip to the 


customer—increasing the latter’s confidence in his ability to 
. . Boot and Shoe Recorder 


sell the right shoes. 
This Sales-Making Tome Publishing Co. 


Costs Only Fifty Cents 
(Cash with orders, please) 
207 South Street Boston, Mass. 


Boot and Shoe Recorder Publishing Company 
207 South Street, Boston 
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BOOT AND SHOE RECORDER 


The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right’’; sold 
for the right purpose, to the right wearer, in the right fitting, for the 
right price, at the right profit. This is the great problem of the retail 


shoe merchants. 


The chief purpose of THe Boot anp SHoE REcoRDER 


is to help solve it; for this is the basic problem upon which depends 
the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


Too MANY FEET BEING RUINED... Ba B. L. Prather *.000008008 ae 
The Need for Scientific oo 

WHat SHOULD HE WEAR?......... By Harry M. Messenger....... 40 
Is the Well Dressed ‘> All 
Wrong Wearing Tan Shoes With 
a Blue Suit? 

THE SHOCK TROOPS OF BUSINESS... By Merle Thorpe ............. 41 


Where the Retail Salesman Stands. 


THE VOICE OF THE RECORDER....... Opinions of the Editor......... 42 
REAL SHOE NEWS AT BosTON SHOW. Shoe and Leather Fair......... 44 
PROFITABLE MERCHANDISING ....... By Harry R. Terhune..... wage: ae 
Making Every Salesman a Di- 
rector. 
O. P. I. (OTHER PEOPLE’S IDEAS)... By Harry R. Terhune.......... 46 
More of Those Money Making 
Stunts. 
TASTEFUL DISPLAYS ... (Illustrated) ..... Neues ee 
Which Lead to Increased ‘Sales. 
PUTTING THE “AT” IN ATMOSPHERE. Good Advertising ............. 50 
MorRE BUSINESS FOR OFF DAYS..... ae ae rrr 51 
Changing People’s Buying Habits. 
MERCHANDISING FOR A PROFIT.... California Convention ......... 52 
SELLING SNAPPY FOOTWEAR ....... * A Minnesota Experience ...... 53 
WHOo’s WHO ON THE ROAD......... News of the Travelers......... 57 
SHOE MERCHANTS NEWS .......... Among the Retailers ..... —— 
SHOE MARKET NEWS ............- Among the Manufacturers ..... 69 


OTHER REGULAR FEATURES. 





GETTING 


MORE 


SHOES SOLD RIGHT 





THE BooT AND SHOE RECORDER PUBLISHING Co. 


207 SouTH STREET, 


BosTon, MAss. 


EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT 
Treasurer 
H. WALTER SCOTT 
Vice-President 


GEORGE W. R. HILL 
Vice-President 

B. C. BOWEN 
Vice-President 
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Secretary 


Directors of the corporation, in addition to 


the above-named officers, 


A. C. PEARSON CH. 
Owmn A. THOMAS 
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SUBSCRIPTION RATES 
The subscription price of the Boot anp SHOE ay is $3.00 for one year in advance, which 


includes postage in the United States, its 


Canada, Mexico, Spain *00) its colonies 


possession 
and South America (excepting Venesuela ond the Guianas, which is $6. 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the io ty “ $6.00 per 
year including postage. 


All subscriptions are payable in advance. Single copies 25 cents. 
When writing about changes of address, ¥-,4 give us the old as well as RY new address, 


and please give us three w 


s’ notice before the change is desi 





A request for change o oe must reach us at 
with which tt is to ta Dup 
through rome to send such “advance notice. 


the old one, fp 


With your 





2 copies cannot be sent to replace those 


least thirty days before the date of issue 
undelivered 
new address be sure also to send us 


your eadrese label from a recent copy. 





Mastered 28 second-class matter Sept. 19, 1925, at the Post Office at New York, N. Y.. 


under the Act of 


Mareh 3, 1879. 
Member of the Audit Bureau of Circulations 


Member, 
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Next Week 


you will find 


in the 


Boot and Shoe 
Recorder 





O the boy out of school whose 

father had been grumbling about 
the “worthless shoe business,’ and 
who had given the boy a prejudice 
against shoes, let’s say, “All busi- 
nesses look rotten to the old man, but 
make no mistake about it, a business 
that has some sparkle of style, and 
that serves a great purpose in de- 
veloping health and happiness, ‘is 
going to see better days,’ and you 
ought to get into the game, for there 
isn’t a craft in any business that has 
such friendships and such oppor- 
tunities in store.” 


AN is getting to be a more 

particular beast. He is hitting 
the path of style with smart tan 
shoes, whether he wears suit of 
b'ue, gray or white. The fears of 
a black shadow overwhelming Sum- 
mer business in men’s shoes is being 
dispelled. There is a call for tans 
that is one of the most refreshing 
indexes of a better business in men’s 
shoes. Catch the new spirit in our 
next week’s issue in the section “The 
Well Dressed Man and His Shoes.” 
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Fancy 
‘Bottom “Desi gns 


Buu plain and fancy designs, as 
well as trade-marks, can be put 
on the bottoms and heels of shoes, 
after they are finished, with the 
NURLING MACHINE— MODEL A. 
Either gas or electricity can be used 
for heating the wheel employed in 
the operation, which is a very sim- 
ple one. The results obtained add 
materially to the appearance of the 
finished produét. 
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Nurling Machine — Model A 


United Shoe Machinery Corporation 
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